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The wheels shown in this display which many visitors to the Machine Tool 
Show will remember, were highly complimented because: 


@ FIRST: They were uniform in construction and color. 


@ SECOND: They clearly showed their ability to do the work 
of any tool-room grinding. 


@ THIRD: They demonstrated that STERLING wheels are 
producers of low cost efficient grinding. 


No matter what type of wheel you use, you can depend upon STERLING 
to produce it for you with accuracy and speed. 


THE STERLING GRINDING WHEEL COMPANY 


Abrasive Division of The Cleveland Quarries Company 


CHICAGO: 135 North Wacker Drive DETROIT: 101-107 West Warren Avenue 


AAS RAS MAS 


Factory and Office: TIFFIN, OHIO 


UMA OPH NYE 
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HILADELPHIA— world leader in many classifications of manu- 
facture —a distributing point for NORTON ABRASIVES. 


NORTON WAREHOUSE at 4732 Stenton Avenue— over- 
night delivery from the Norton Worcester factory of Grinding 
Wheels, Abrasives for Polishing, Refractory Ware, Non-Slip Floor 
Tiles and Treads. 


NORTON ABRASIVES — indispensable for economic produc- 
tion of Philadelphia’s vast output of Ball Bearings, Automobile 
Bodies, Saws, Cast Iron Pipe, Steel Castings, Locomotives, Street 
Cars, Ships, Electrical Equipment, Radios and Textile Machinery. 


NORTON COMPANY, WORCESTER, MASS. 


Behr-Manning Corporation and Norton Pike Co., Troy, N. Y. 
are Divisions of Norton Company 
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(Norton = 


1885-1935 


FIFTIES 
NORTON 
YEAR 


1885-1935 
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F. 0. B. 


{Filosofy 


T is commonly understood that the alphabet is not 

subject to copyright. Nevertheless we feel sympa- 
thetie toward the American Automobile Association 
in its contention of a prior right to the initials AAA 
and its resentment that they should be appropriated 
by the Agricultural Adjustment Administration. To 
date this protest hasn’t been very well received at 
Washington. President Thomas P. Henry’s sugges- 
tion that the middle word be changed to Re-adjust- 
ment is open to the criticism that when there hasn’t 
been adjustment there can’t be any re-adjustment. 
Like the vigorous petter who, when told to restrain 
himself, replied brightly that he hadn’t even strained 
himself yet. And we can imagine the American Rail- 
way Association rising in righteous indignation if the 
change were considered. Another case of truck. vs. 
locomotive. 


* * 


Welcome as is the Administration’s ‘‘breath- 
ing spell’’ for business, we can’t help wishing 
that some other deseriptive phrase had been 
employed. Perhaps we’re unduly jittery, but 
somehow, after living a couple of years with 
NRA and AAA, PWA and WPA, and all the 
rest, the word ‘‘spell’’ suggests further alpha- 
betical absurdities in the offing. 


is * 
ene of the season, as noted in N. A. P. A. 
release of October Ist: 


‘*Silver is a political football.’’—Babson. 
‘*The goal is for higher prices.’’ 
Statistical Bureau. 


International 


‘*The situation in silver is largely political... . 
the price is being pegged at that figure.’’—United 
Business Service. (Forward pass?) 


‘*Silver is now a political football.’’—Brookmire. 


For once the experts seem to be in agreement. All 
right, we’ll make it unanimous: 
‘*Silver is a political football.’’—F. O. B. 


* * 


IGNS of prosperity? Sure, we’ve seen plenty. 
For instance, although cotton “consumption is 
down, silk is in greater demand than for many 
seasons past, to the extent that a shortage of 76,000 
bales is currently predicted. And Montgomery 
Ward’s new 752-page fall and winter catalog is fatter 
than its predecessor by 96 pages, setting a mark for 
hopeful obesity unequalled since the 1921 edition. 


of Buying) 


P. A’s Mother Goose 
Hey diddle diddle, 


The jobber’s in the middle 

Getting blamed for the H.C.L. 
Producers think he’s a lazy cuss 
Purchasers holler for service, plus 

His margins are dwindling, wuss and wuss 
Still he’s doing his job pretty well. 


* * 


Curious Cuthbert is interested to see how a 
schedule of production restriction works out, 
noting that first-half-year copper exports of 
Belgium’s Union Miniere du Haut-Katanga 
run as follows: 


1932— 8,000 tons 
1933—15,000 tons 
1934—26,000 tons 
1935—42,000 tons 


Even a 30% restriction on this basis leaves 
the Belgians in a pretty good relative posi- 
tion. 


* + 


A guarantee is worth only as much as the 
one who makes it. 


* * 


A ear manufacturer adver- 
tises that ‘‘Exelusiveness is now within the 


Here’s progress. 
pros 


And now that we’re 
all exclusive, the question arises: What must 
a fellow do to be different ? 


* * 


reach of every one.”’ 


R R. DONNELLEY & SONS COMPANY, Chi- 
® cago, are sending out a most attractive broadside 
in full eolor, featuring ‘‘ America’s Purehasing 
Agent,’’ who is pictured as a beautiful blonde young 
matron in the modern manner, attired in a very 
unbusinesslike pale blue negligee, looking over a 
sports apparel eatalog as she sips her morning eup 
of coffee. Rather a blow to those of us who think 
of purehasing as a he-man’s job. Yet it’s a lot more 
complimentary than the classic descriptions popular- 
ized by Elbert Hubbard et al. Especially in the basic 
conception that a purchasing agent is a person of 
discrimination and judgment, with authority to select 
and buy —a minor detail that earlier detractors, and 


some modern ones, seem to have overlooked. 






















UYING poliey as reported by 
the Business survey Committee 


of the N. A. P. A.: 


East ....Watehful 
Middle West Extending 
West ....Watehful 
Canada . ncabehians Watchful 


Let’s see, who was it that said: 
‘‘Hope springs eternal in the 
Middle West’’? 

x * 





That little dent in the 
curve of automobile pro- 
duction for October merely 





indicates the temporary 
suspension of operations 
while all Detroit attended 
to the more serious business 
of a World’s Series. 


x * 


During those few days, the 






most important curve was 
Tommy Bridges’. 


x * 












E have been interested of late 
in the anatomy of purchasing, 
which seems to be getting a trifle 
complicated. Of course we still 
have hand-to-mouth buying, which 
is rather a sensible defense against 
tongue-in-cheek selling. And any 
prudent buyer wll take care to see 
that his neck isn’t out when ven- 
dors generally begin to talk about 
putting teeth into their contracts. 
One old timer, however, thinks it’s 
going a bit too far when he is in- 
structed to face the bald facts with 
both feet on the ground, and at the 
same time keep his ear to the 
ground for new developments. He 


le isn’t as limber as he used to be. 
Ig But here is the all-time low: 

aS Q. What is the buyer’s final re- 
ry sponsibility with respect to 
° an order? 

5 A. Toupee. 

nk ra + 

re 

r- 0, a sale is a sale and a buy is a 
si¢ buy, 

ol And a eontract’s when two minds 
et meet, 


Sut if the P. A. doesn’t fall for 
his line 
The salesman doesn’t eat. 































Are your shipping boxes 
as attractive as they should 
be—are they designed as eco- 


nomically as they can be? 














If you’re in doubt, the Hind: 
and Dauch Package 


tory can soon give you au 









Labora- 




























thentic information, based on 























facts, that will throw a new 
light on your packaging re- 
quirements. » H & D Engi 


neers and Designers go into 


— 
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the matter carefully and 
thoroughly, yet there is no 
obligation for this valuabl 


service. Write The Hind 














and Dauch Paper Company 


340 Decatur St., Sandusky, O 
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large scale industrial market... 
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function of management 
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For nearly a century, Ryerson has been meet- 
ing the steel requirements of industry. Ten 
complete plants carry the world's largest and 
most diversified stocks, making it easy to concen- 
trate purchases through one dependable source, 
saving time and money. Draw on these stocks 
— you are sure to find the kind and quality of 
steel you require, in a full range of sizes. You 
can count on personal attention for every order 


— with quick shipment assured. 


Joseph T. Ryerson & Son, Inc., Chicago, Milwaukee, St. Louis, 
Cincinnati, Boston, Buffalo, Cleveland, Detroit, Philadelphia, 
Jersey City 
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— to the New York Journal of 
Commerce, the improvement in buying over 
the past several months, and the prospect of 
further increased demand during the fourth 







quarter, is presenting a serious problem to 
‘*manufacturers in most lines’’*—the choice be- 
tween seeking for maximum volume or higher 





prices. 
That alternative is fundamental, and ever 





present, in a greater or less degree, in manage- 
ment policy. At the present stage of business 


























recovery, however, it should hardly be a serious 
problem, for the one prime essential today is 
volume — volume to take up the slack in idle 
workers and idle equipment, and to sustain the 
current buying activity. 

No one would counsel a return to the policy 
of ** profitless prosperity,’’ in which the struggle 
for volume took precedence over ordinarily pru- 


mead dent considerations of profitable pricing. And 
Ten no one will condemn the manufacturer for figur- 
ing into his costs the increased tax burden and 
and the rising cost of coal and other commodities 
which enter into his product. But when the 
cen- immediate objective is stated as ‘‘to restore 
profit margins to better levels,’’ it has every 
ais appearance of that short-sightedness epitomized 
ocks in the fable of the man who killed the goose that 
laid the golden egg. 
y of Corporate profits are modestly improving, and 
that improvement is directly attributable to bet- 
You ter demand. Demand, developing naturally, 
gathers momentum and may reasonably be ex- 
order pected to add moderately to those profits as it 
vets under way. But the short cut to profits, in 
the form of any general policy of price advances 
on top of already mounting living costs, can re- 
oe sult only in cutting short that development of 


demand, leaving the whole situation stagnant as 
it was two vears ago. 

In his Boulder Dam speech of September 30th, 
President Roosevelt served notice that the poliey 


DON'T STALL THE ENGINE 





of lavish governmental spending in works 
employment projects is nearing the end ol 
course: ‘*We have come to the point where 
vate industry must bear the prineipal respons 
bility of keeping the processes of greater empl 
ment moving forward with accelerated speed 
In a little over two years this work has acco! ; 
plished much. We have helped mankind by 
works themselves, and at the same time we hi: 
created the necessary purchasing power to thro 
in the clutch and start the wheels of what 
call private industry.’ 

Industry’s only logical course is to keep thos 
wheels turning. 

The Brookings Institution has recently con 
pleted a three-year study of the problem, ai 
has provided what is probably the most expert 
exhaustive, well documented, and disintereste 
information we are likely to have on the subje« 
The conelusions drawn from this study are, 





part: *‘ Economie progress must come prima 
from the effective distribution of an enlarg: 
productive output rather than a redistributi 
of what we have. This ean be achieved sat 
factorily only as the fruits of increased efficien: 
resulting from technological advance, are pass 
on to the entire people in lower prices.”’ 

One of our leading industries — automob 
manufacturing — has achieved success from 
start by relying on low prices and large se 
production to create, expand, and sustain 
market volume. That poliey has been observ: 
during the past year with noteworthy resu 
and there is no indication that a change is « 
templated now. Other branches of indust 
would do well to emulate that example. 

We look forward with every confidence t 
period of restored corporate earnings, but 
road is still uphill and we may stall if we s! 
too soon into high-profit-margin gear. At 
moment, the choice is between expanding volun 
at close margins, or no volume at wide margil 
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WHAT IS THIS THING CALLED 
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Hit Mr. Webster has some pertinent ideas 
hv ¥ r 4 
“4s . ’ . . . . . 
TRG on the subject in his dictionary 
3 
fié j 
| IS PURCHASING A SCIENCE? 
: , 
-_ ) © 
A N oa Py } N >» ge x Tie ’ 
TER CIENCE is defined as know! From Webster's 
+} bile | edge, systematized, classified N 
: , . — 
a) and logically related to central ew International Dictionary 
i, : truths or general laws. purchase, v.t. [OF porchacier, to pursue, to seek eagerly] To pursue, and obtain; 
: ) j “3 1a . ic . r : . . ; P 
Te) In business, the term is loosely to acquire by seeking; to gain, obtain, or acquire. 
4] pe used in such general phrases as purchase, v.i., To accomplish a thing by one’s efforts; to maneuver. 
4 , ‘é -. “21 7 a vey - . > : . . 
of Yi, a commercial science, and mort buy, v.i., To perform the act of buying something. 
° accurately applied to a few par- Note: Buy is the homelier and (often) the more emphatic word; Pur 
, ; ar v6 > . . : aq ** > 7 ‘ ° ° ° e ° e 
: ticular branches such as *‘the sei CHASE frequently implies a transaction of some dignity or importance. 
| e > : 9 © 
: ’ ence of accounting and in the buyer, ”., One that buys, as a purchasing agent. 
a ve ar . : PAceAAaATEe 
technical departments of research, agent, ”., One who exerts power; that which manifests activity; an active 
| design, and engineering. being or quality. 
> nhac ‘ * aw rave 
Purchasing agents have always il ek S, “De atve; peevide. Obs. 
¢ been credited with a certain amount 2. To transfer for a consideration. 
* rla > 4 Oo P ; ’ 
k of knowle dge. One of the earliest 3. To make a matter of bargain or sale, esp. in breach of duty, trust, or 
4 ‘ * y aly : 
aie and most widely quoted definitions i thes tn Batons 
‘ . Qe we »ehaci oOo ve 1a ¢ ‘ : 5 
Ae ‘3 ' IS: A purchasing agent Is a man 4. To impose upon; to trick; deceive; gull; cheat. Slang 
. | © 
“: who knows that 99 cents is less than mi 
I ‘ sell, n., An imposition; cheat; hoax. Colloq. 
ak a dollar—and that’s all he does 
.? ; rr) 
“4 know. ’ 
(Oy The knowledge required in pur- 
{qilbl v chasing today goes beyond this  jndieate certain underlying prin- products. This knowledge must be 
H .., simple arithmetical statement, and ciples and procedure for materials logically related to the general laws 
t embraces a much wider field in- procurement. But this is further and current conditions in the vari- 
cluding : complicated by the fact that pur- ous fields noted above. 
Materials chasing never stands alone; it is It is probably more accurate to 
{ : M:z als sr ae ee am 
' Manufacturing processes only one of several management say that purchasing in itself is not 
; ae . 5S — ‘ a . . . e 
Markets functions essential to company Op- an exact science, but that it may 
. - «< » 














Management 
Eeonomies 
Foreign exchange 
Accounting 
Business law 

ete. 


If there is a science of purchas- 
ing, it must be derived from a cor- 
relation of all these elements as 
they affect the buying process and 


eration, and principles that are 
apparently basic in theory must 
frequently be modified and some- 
times disregarded as applied to 
particular cases. The 
knowledge essential to efficient pur- 


primary 


ehasing is a clear and complete 
understanding of the company’s re- 
quirements, its operating condi- 
tions, management policy, and the 
character of the market for its 


be highly scientific. The important 
thing is the buyer’s attitude, or 
manner of approach to his problem. 


IS PURCHASING AN ART? 


RT is defined as knowledge 
made efficient by skill. The 
distinction between science and art 
is the distinction between know!l- 
edge, unapplied, and action based 


on knowledge. ‘‘Science teaches 


th 
di 


al 
re 
10 


al 


in 


by 












be 
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/ to 
not 
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us to know; an art, to do. Science 
leads to the creation of correspond- 
ingly useful arts. The science of 
astronomy is the foundation of the 
art of navigation. The science of 
chemistry is the basis of many use- 
ful arts.’’ 

Judged according to this stand- 
ard, the aet or process of purchas- 
ing is clearly among the commer- 
cial arts, having its roots in a wide 
field of scientific knowledge and 
flowering in action rather than in 
information. 

Art is not absolute, like a central 
truth or general law, but is ex- 
pressed through the medium of 
personality, adapting the particular 
talents and experience of the in- 
dividual in various ways to achieve 
a desired result. It may lead to 
the formulation of broad working 
methods, but it ineludes also the 
factors of good sense and judgment 
to depart from the formula as other 
modifying factors enter the picture. 

Artistie effeets are measured in 
terms of impressions or reactions 
upon another. A completed pur- 
chase may be evaluated by objec- 
tive standards, but the process of 
purchasing involves the interplay 
of the buyer’s personality and the 
seller’s personality, both as indi- 
viduals and as the personification 
of their respective companies. 

When all buyers initiated a pur- 
chase transaction by protesting, 
‘Your price is too high,’’ all sellers 
countered with artificial quotation 
levels from which they could afford 
to recede. 

Today, purchasing is a search for 
value instead of yesterday's trad- 
ing, or the search for low price. 
The factors of right quality, quan- 
tity, timing, and price are capable 
of rather accurate determination, 
though they may be arrived at by 
diverse means. One buyer may be 
especially skilled in diligent search ; 
another in negotiation. One may 
rely entirely on independent opin- 
ion ; another enlists the sympathetic 


aid and e¢o-operation of his sup- 
plier. One may find success only 
in the widest competition ; another 
by intensive cultivation of a more 
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limited list. The size and prestige 
of his company may be an impor- 
tant factor in his dealings. 

The equally important factors of 
the right source, the development 
of favorable buyer-seller relation- 
ships, and the mutual benefit that 
should result from every business 
transaction, are less tangible and 
require a less rigid technique. 


IS PURCHASING A PROFESSION? 
HERE are two prime requisites 
to the attainment of profes- 

sional status. 

First, there must be something to 
protess — specifically, an objective 
standard of ethieal conduct, com- 
monly accepted and publiely 
avowed. Purchasing men have such 
a standard in the N. A. P. A. code 
and in the **Code for Buying and 
Selling”’ jomtly formulated by in- 
dustrialists, sales and purehasing 
executives, which is patterned 
closely on the N. A. P. A. stand- 
ards. 

The fact that there is something 
less than 100% observanee of these 
principles does not destroy their 
validity. Among the ranks of the 
three so-called classical or learned 
professions there have always been 
shyster lawyers, quack doctors, and 
false prophets. The Washington 








Says Hi-Pressure Pete: 


The fellow who spends his time worry- 


ing about the dignity of his position és 
generally too busy to dig into the job. 





alphabeticians who sought 


foree ethieal business ¢ ¢ 
through the means of lega 
ments learned that humar 
is not subject to universal! 

that no code could be devise 


proaue 


out coincidentally 
chiselers. As is the case 
chasing science, the im 
thing is the buyer’s attitu 
his manner of accepting the 
responsibility. 

The second requisite 1S 
mum standard of special kn 
and training for the voeati 
this aim is still far short o 
plishment. Great strides h: 
made, particularly with 
operation of schools of busir 
ministration and marketing 
cent years, toward maki 
training available and in 
ing the necessary academic 
rials for study. 

But from the practica 
point, the coming generat 
buyers will still be reeruited 
cipally from the ranks, and 
sponsibility for adequate 
will rest primarily upon th« 
and the willingness of pure 
men who are themselves 
equipped, to see that their 
ants and suecessors are imbues 
a comprehension of the pure 
function, fortified with the 
site basie information, 
vided with the opportunity 
quiring the necessary expe! 

Professional ** recognition 
laudable aim and ambition 
can be attained only throug 
eral attainment of prof 
equipment and observance 
fessional standards. Thes¢ 
first consideration; recog! 
these qualities, by whatev: 
will follow. Professional st 
more than a dignified and ci 
term; it is a way of cond 


action. 


IS PURCHASING AN INDOOR SPORT? 
PENDING money one 


or the company’s — is 
imparts a sense of power al 
thority, permits the dispens 
favors, large or small, and 
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a temporary glow of gratitude and 
good will on the part of the sup- 
plier. The traditional enjoyment 
of these pleasures by the Big Boss, 
the superintendent, technical execu- 
tives, and shop foremen have made 
these operatives exceedingly relue- 
tant to relinquish the purchasing 
prerogative, even though it is pos- 
sible to demonstrate that such in- 
expert and decentralized buying 
generally results in waste, inef- 
ficiency, duplication of effort, and 
shortened profits. 

The purchasing agent should 
likewise derive substantial satisfac- 
tion from the buying process. But 
he learns early that the minor sat- 
isfactions listed above are epheme- 
ral and costly, that they are fre- 
quently more than offset by finding 
the company saddled with unsuit- 
able or unnecessarily expensive ma- 
terials, and by incurring the re- 
sentment or dissatisfaction of un- 
successful bidders who may have 
legitimate reason to believe that 
the business should have been 
awarded to them. He must there- 
fore learn to cultivate a sense of 
personal values as well as material 
values and to become discriminat- 
ing in his own attitude toward his 
work. 

The lasting satisfactions from 
competent purchasing are many: 
the realization that the purchasing 
department cog has meshed _ per- 
fectly with the rest of tie organi- 
zation for smooth and _ profitable 
company operation; the test of 
soundness in each purchase trans- 
action or contract as to quality, 
quantity, timing, source and value; 
the building of a personal and com- 
pany reputation for open-minded- 
ness, fair dealing and businesslike 
discharge of all obligations; the de- 
velopment of satisfactory and re- 
liable sources of supply and the 
cementing of these business rela- 
tionships; the economie solution of 
problems of distribution and the 
strengthening of the general busi- 
ness community; the improvement 
of value in his own company’s 
product, to the mutual advantage 
of his sales department and his eus- 
tomers. 
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IS PURCHASING A JOB? 


HE term ‘‘job’’ has a variety 

of meanings, two of which are 
pertinent. It may refer to mere 
employment, the means of liveli- 
hood. It may be used in the sense 
of a definite responsibility, a trust 
delegated to the buyer, a job to be 
done. 


A eareer in purchasing partakes 
of both considerations. But the 
implication of the former is that 
the element of personal return 
takes precedence, and this is con- 
trary to the fundamental concept 
that purchasing is a service fune- 
tion and to the business axiom that 
in the long run remuneration is 
commensurate with the service ren- 
dered and the results accomplished. 

The responsibilities of purchas- 
ing are clear. In the average in- 
dustrial plant, the purchase of ma- 
terials and supplies is not only the 
greatest single item of expenditure, 
but represents actually 54.7 per 
cent of the total value of output. 
The most advanced and _ efficient 


New Association 


T a well attended meeting held 
in Huntineton, West Virginia, 
on September 19th, a new Purchas- 
ing Agents Association was organ- 
ized to serve the industrial district 
of West Virginia and adjoining 
sections of Kentucky and Ohio. 
N. A. P. A. District Vice President 
Harry Fenner of Cincinnati was 
present, as were several members 
of the Pittsburgh Association. A 
formal application has been made 
to the N. A. P. A. for affiliation 
with the National organization. 
The following officers were 


chosen to lead the group: 


President: Arthur A. Meyer of 


The West Virginia Rail Company, 
Huntineton, W. Va. 


Vice President: C. J. Moegling 


of the American Rolling Mill Com- 
pany, Ashland, Ky. 


Secretary - Treasurer: R. E. 
Wright of Standard Ultramarine 
Company, Huntington, W. Va. 
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plan of operation may be set at 
naught if materials are not prop 
erly selected and available when 
needed. The first requirement of 
a sales force is to be on a competi 
tive basis with others in the field 
as to the cost of their produet. 
The reputation of a company de- 
pends largely on the sustained qual- 
ity of its product and on the im- 
pressions resulting from its con- 
tacts and dealings with outside 
companies, and the purehasing of- 
fice is a vital point of contact. The 
balance sheet reflects economies in 
expenditure just as surely, and 
often more strikingly, than inere- 
ments in income. 

These are responsibilities and 
opportunities that challenge the 
capacity and the ability of any 
man who will recognize that pur- 
chasing is a service function, that 
every purchase is not only an ex- 
penditure but an investment. Pur- 
chasing is more than a job; it is a 
career that offers outstanding re- 
wards in aecomplishment, satisfac- 
tion, and prestige. 


Directors: WL. I. Kohlbecker of 
Owens-Libby-Owens Gas Division, 
Charleston, W. Va.; T. O. Holland 
of Ames-Baldwin-Wyoming Com- 
pany, Parkersburg, W. Va.; G. F. 
Fogarty of Owens Illinois Glass 
Company, Huntington, W. Va.; 
and A. A. Ayers of Kingston Poea- 
hontas Coal Co., Ashland, Ky. 

Plans for the organization had 
been in contemplation for several 
weeks, and the encouragement of- 
fered by the National Office and 
the Associations at Pittsburgh, Cin- 
einnati, Springfield, Cleveland and 
Philadelphia did much to arouse 
the interest of prospective mem- 
bers. Particular eredit is due to 
Walter Baltimore, 
Harry Cineinnati, 


Kirkman of 
Fenner of 

Messrs. Walton, Westermann and 
Feeman of Pittsburgh, and Messrs. 
Meyers and Birkenback of Colum- 
bus, who assisted in the preliminary 
meetings. 












had 
eral 
ot- 
and 
(‘in- 
and 
ouse 
1em- 
e to 
ore, 
nati, 
and 
SSIs. 
lum- 
nary 





THE EXecutTIvE PurCHASER — October 1935 


SHOULD the PURCHASING AGENT 


BEAT DOWN the PRICE? 


C. L. LEIGHTON 


Purchasing Agent 
Autopoint Company 
Chicago 


All Rights Reserved 


© Will a reasonable liberality 
with the firm's money really obtain 
a better quality of materials and 
services? 


® Or will you gain both greater 
immediate and final profit for your 
company by employing the well- 
known method that will win you a 
reputation for being a hard-boiled 
bargain driver? 


© And why is it that the ability 
to sell at the highest price always 
wins a salesman loud and unani- 
mous praise, while the correspond- 
ing ability of the purchasing agent, 
to buy at the lowest price, seldom 
if ever is rewarded with anything 
but a barrage of General Hugh 
Johnson's famous metaphoric dead 
cats? 


HAT I have to say should, of course, be strictly anent to the per 

problem of the purchasing agent — how to be friendly and 
those who have things to sell and, at the same time, competent!) 
the best interests of the employing firm. 

However, I reserve the right to make certain observations 
not be strictly relevant; to air private pet peeves; to ery out agail 
tain injustices that are inflicted on purchasing agents, and through 1 
of theirs; to answer questions without fully answering them, if at 
otherwise to carry on in a high-handed manner not considered goo 
by writers who avoid the issue and beat around the bush. 

First let us solve the near-riddle of ‘‘ How does a P. A. get that 


Some years ago various ‘‘experts’’ made a great ado in the adv 


journals over the question as to whether the advertising agent repres 
4 | : 


the advertiser or the publisher. As I remember it, the experts n¢ 
settle this problem — although most any purchasing agent could hay 
them that a wise advertising agent usually tries to represent w! 
money comes from and not where it goes. 

However, as to whom the purchasing agent represents, ther 
the slightest doubt. If the P. A. becomes too liberal in his views 
point, and essays to be pleasing and popular, both with his firm 
the seller, by negotiating transactions of mutual advantage and 
his employer is quite likely to intimate that he is becoming too 
This by the simple and convincing expedient of eliminating his nai 
the weekly payroll. 

And that is how the P. A. gets that way. 

Agree with me or not — but I firmly believe that there neve 
never can be, a purchasing agent both popular with salesmen and con 

Outwardly, of course, the salesman is profusely friendly; off 
P. A. encouraging compliment, cigarettes, cigars of strenuous aro! 


whatnot — but often inwardly bears him a secret grudge or two. A 


intensity of this resentment is always in exactly proportion to thy 
ability of the P. A. 

The experienced P. A. has learned through experience that 
takes the implied oath of his profession, he has virtually pledged 
to eschew popularity, and fully realizes that those who have charg: 
payroll will be right on the job to see that he does it. 

So especially does he dislike to have the higher executives o1 
witness any special gesture of friendship being extended to him b) 
man — as the virtue even of Caesar’s wife had to be vouched for 

As all of this virtually euts him off from cordial association \ 
he naturally knows best — salesmen — he unavoidably becomes 
man, a Pariah cast forth from business society, and inclined to by 
and grouchy. 

And naturally purchasing agents become pessimists. 

Unlike members of the other professions, they will not even 


gether and put up a solid front against the criticism they invo! 














- 




















Page 12 


arouse. Some of them will not even compliment 
efforts in their behalf. 

Last Friday, while trying to muster up courage to 
mail this article to the Editor of THr Executive 
PurcHASER, I showed a copy to a friend of mine in 
a bid for favorable and encouraging comment. Inci- 
dentally, this friend is also a purchasing agent of 
dour mien and negative both by instinct and train- 
ing. They are all that way, as has been explained. 

‘*Tsk, tsk, friend Leighton,’’ he muttered, shaking 
his head sadly, ‘‘take my advice and chuck it into the 
waste paper basket. No doubt the editor has plenty 
of trouble without taking on more. Your article has 
its good points, although these have been none too 
clearly brought out; yet I can plainly see that it will 
accomplish nothing other than to start a hot argu- 
ment.”’ 

Rather stung by this disparagement, I was about 
to start the argument then and there — but what was 
the use? Argument is right down a_ purchasing 
agent’s alley! 

I remember reading something in a sales manual 
to this effeet, ‘‘The salesman should avoid getting 
into an argument with the purchasing agent — but if 
foreed to do so, must permit him to win his point by 
a mile. This will so please the purchasing agent that, 
ten to one, he will forget to press it.’’ 

If I may speak for the profession, I desire to re- 
fute this direct intimation that the average P. A. is 
so stubborn, negative and bull-headed, that even if 
you offer to let him have his way, he won’t take it 
through sheer devilish contumacy. 


PERVERSE P. A'S. 

This apparent perversity of the P. A. is merely 
a prudent caution which he has learned to exercise 
through bitter experience. That experience has 
taught him the folly of swallowing the salesman’s bait 
without first having carefully examined the hook, line 
and sinker. He has learned that, like the two well- 
known heads—two good and searching looks at the 
salesman’s proposition are better than one. He has 
also learned that unless immediate delivery is urgent, 
it is a good rule not to be too hasty in giving the 
order. For one thing, a written order is a solemn 
agreement to take something—that the seller is 
anxious to get rid of —and pay for it. If later you 
find out that the thing is not so good, or you don’t 
want it—the written order is embarrassing and prima 
facie evidence of your poor judgment and incompe- 
tence. 

And so the sagacious P. A., whenever practical, 
will always delay giving the order for the reason that 
any one or more of a score of things may happen 
before he really needs the materials or service being 
offered. 

For instance, the seller may get anxious and so, 
without being urged (a tactical P. A. error), be moved 
to ‘‘sweeten’’ his offer. Or something much better 
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adapted to the purpose, may be offered by another 
seller — and at a much lower price. Or, as quite 
frequently occurs, prices may go down, or it may 
turn out that the thing is not needed after all. 

This prudent delay of the P. A. may or may not 
be suggested by the excellent example set long ago by 
Fabius, the champion delayer of all time. By post- 
ponement of the order accepting Old Man Hannibal’s 
fighting offer, Fabius sueceeded in continuing Rome, 
Ine. as a solvent and going institution. Anyway the 
P. A. always acts this way from deep-seated habit. 

And after all, is it not really more humane to the 
salesman to disappoint him slightly right on the start 
by withholding the order, pending such possible de- 
velopments — than to give him the order at once, wait 
until he has spent his advanced commissions, and then 
break his spirit by overwhelming him with the ealam- 
ity of cancellation? 

The P. A., being but human, likes to have his way. 
Certainly, of course! So does the sales manager, the 


salesman, the advertising manager, ef al. 


SEEKERS AFTER TRUTH 

Yet I must bitterly resent the disparaging intima- 
tion that the P. A. engages in argument merely be 
cause of a vain pride in his forensie ability, or because 
of a childish delight in winning his point. 

Certainly not! Argument with him is an ethieal 
stratagem whereby he obtains divers bits of valuable 
information that otherwise would remain the secrets 
of salesmen. The P. A. knows that a clever salesman, 
during a calm discussion, always succeeds in suppress- 
ing facts that are adverse to his proposition; but in 
the heat of contention, is quite likely to let the eat 
out of the bag. 

Lack of space forbids us to give conerete examples 
of this. However, it is old stuff to all P. Agts. 

If prices are to go up shortly, the ever-helpful 
salesman always so informs his dear friend P. A., and 
advises immediate purchase to cinch the saving. 
Okey! On the other hand, if prices are to hit the 
skids, does the salesman so advise and suggest delay- 
ing the order so that thereby the P. A. ean save his 
firm some real money ? 

You guessed right the first time. 

This is in no way intended as a criticism of the 
salesmen for suppressing facts unfavorable to his 
proposition. We all do this, and how. 

It is cited to show how extremely important it is 
for the P. A. to delve beneath the often superficial 
statements of the salesman, and get down to the bed- 
rock of facts. He must grasp at the slightest clue, 
which his trained deductive ability warns him is 
worthy of suspicion. It will do him no harm to be 
a sort of amateur analytical psychologist. And if he 
has not read Conan Doyle’s stories of the famous 


Sherlock Holmes, it may profit him by so doing. 
The popular impression of the layman, regarding 
the P. A.’s job, is that he is a sort of rather alert 
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BEHIND THE SCENES AT 
THE BUSINESS SHOW 


a 





clerk who orders divers things for his firm, and _ re- 


solves this extremely simple routine into a sinecure 
by having his secretary attend to most of the detail. 


HOW NOT TO BUY 

According to this impression, the purchase of any- 
thing requires no special ability or experience; it is 
as easy as slipping on a banana peel. When anything 
is needed, the P. A. merely has his secretary phone 
the proper salesmen and ask them to eall. Or if not 
in a hurry, he simply waits until they drop in. How- 
ever, in all of my experience I can remember but a 
single instance of a salesman dropping in just when 
wanted, though they are always right on the job, and 
how, when you really need nothing. Through no fault 
of theirs, of course, as they are not mind readers. 

After thus obtaining samples, prices, ete., the P. A 
again summons the salesman whose proposition and 
price seem best, and makes the conventional gesture 
of asking a few standard questions, such as, ‘‘ You ean 
make prompt delivery, eh? Is this an actual sample 
of what you will deliver? Is this your lowest price?”’ 

‘** Absolutely yes!’’ answers the salesman. 

‘*Okey,’’ says the P. A. ‘‘Here, Miss Clicko, write 
Mr. Sello an order as he dictates.”’ 

I ask you, Brother Purchasing Agents, would your 
employing firms be satisfied with such amateurish pur- 
chasing procedure? 

“mphatieally NO, we all chorus. 

While our Big Bosses modestly refuse to come 
right out eold-turkey and say so in plain words, it is 
nevertheless tacitly and immutably understood that 


under no cireumstanees are we to give an order for 
anything or to anybody, until we have taken the sales- 


man’s offer apart and have examined the 
This so that we will be enabled logically to 
ways and means whereby the salesman wil! 
powered to give us more for less money. W 
engage in hot combat over each detail of th 
cations and, by implication, belittle the mer 
the seller’s claims, so cleverly that the salesm 
self, becomes somewhat doubtful as to their 
After we have thus definitely established th 
fications beyond the possibility of later quib! 
have obtained as many concessions and advant 
possible, it is then our stern duty to assail 
So no matter what his price may be, we n 
and with convincing vehemence, ‘‘It is too hig 
In facet, figuratively speaking, we must st 
salesman of his coat, vest and pants, take off h 
and whenever possible, bargain for his underwe 
Small wonder that no competent P. A 
really popular with salesmen. 


WHAT OF QUALITY? 


Anyway, and though fully conscious of 
that there undoubtedly will be those who 
with me; who will essay to punch holes in m 
logie, scoff at my deductions and ridicule m 
tions — I elect to proceed with these ‘‘Confes 
eo oe Sy 

Yet I can almost hear the interruption, 
moment there, Brother Leighton! This hig! 
and almost savage beating down of the pric 
Are you not thus directly enc 
even forecing—adulteration, substitution, po 


limitations. 


manship, indifferent service, ete.? Will you 
hoist with your own petard? Wouldn't bett: 
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and service result if you did not beat the seller down 
to the last penny?”’ 

To all of these question, I must answer -— NO! 

When a firm of reputation — and you deal at your 
own risk with any other — makes or accepts a low 
price, it does so with its eyes open, and with a full 
knowledge of its ability to deliver according to speci- 
fications. And whether or not at a profit, that is its 
own private business. 

Thus you are not taking a baby’s bon bons. 

From a reputable firm you have, always, a reason- 
able assurance of receiving a product or service of 
the quality that has won that reputation. So to pay 
more than that firm is willing to aecept, would, I be- 
lieve, be just plain folly. 

All modern institutions have standard methods for 
And while it is true that 
they have products of various grades, it stands to 


production or of service. 


reason that they cannot afford to change these stand- 
Then, too, the 
rendering of a good service is a habit with sueh an 
institution - 


ard methods on an individual order. 


-and it requires much effort, even when 
disgruntled, to break such habit. As to the differing 
grades of materials or products, it is up to the P. A. 


to see that he receives them according to specifications. 


THE RIGHT PRICE 

If it were not for competition, abetted by the con- 
stant efforts of alert purchasing agents to hold prices 
down within reason, just see what would happen. 
Give a salesman the price he asks, and cheerfully, and 
just watch how the price slyly creeps up on the next 
order. Say nothing, and the rise will be continual 
and gradual like the mereury on a bright day in 
August. 

And I ask you: just when is the price right? 

Certainly the P. A. 
judging the price, excepting (and then only approxi- 
mately ) 


has no authentie basis for 


by comparing the bids of several sellers 
whose quality of materials or services are well-known. 
As to whether the price or quotation of an individual 
bidder is high or low, can be determined only through 
a knowledge of his actual cests. And these are, of 
course, none of the P. A.’s business. 

All of which should convinee the doubter, that the 
best course for the P. A. to pursue is to make every 
honorable effort possible, in order to learn the least 
money the seller is willing to aecept. 

On some services there is an astonishing variance 
in estimated prices. For instance, you desire to pur- 
chase a job of printing. You make accurate and de- 
tailed specifications. To each of three printers of 
reputation, you give a copy of these specifications. 
You receive bids of $800, $950 and $1,150. 

You lift your eyebrows in surprise to note that 
little difference of $350 between the lowest and the 
highest bid. Different estimators have different ideas. 
If juggling with composition, make-ready, ink, stock, 
ete., were permissible, the difference could be logically 
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explained. But these three printers all have a repu- 
tation for turning out quality work. Besides, they 
all have virtually agreed to produce exactly the same 
thing. However, you know that the highest bidder 
has won the widest fame for turning out work of pin- 
point accuracy, the very last word in de luxe print- 
ing. This $350 is then the premium you are asked 
to pay for reputation, and reputation has, rightfully, 
a higher market value. 

But that is not the point. What you want to know 
is just why, or by what method of estimating, or by 
just guessing, did one bidder determine that you 
wanted to pay a premium of exactly $150, the other 
printer, $350; and both without knowledge of that 
£800 bid? 

So again I ask, by what mental magie do you 
determine just what price is right? 

In the above supposition, what if you had not 
obtained the $800 bid? Would the $950 one have 
been Okey? And this is no take-the-lowest-bidder 
argument either. 

) 


So why not assail all prices? You can’t lose. 


Recently the Autopoint Company purchased a 
large quantity of college pennants for use as pre- 
miums in pushing retail sales of its ‘*dry-point’’ writ- 
ing instruments. As these pennants were of paper, 
gummed on one side, special envelopes or bags of 
semi-transparent and moisture-proof quality were re- 
quired. Prices quoted us varied astonishingly. The 
first was so high as to be aetually prohibitive. But 
by the exercise of a little diplomacy we were successful 
in inducing one of the bidders to listen to reason and 
to furnish the bags at a mere fraction of the highest 
price quoted. 

| look at it this way. If you order something from 
a good company, the chances are that you will get 


And if 


vou order from a source lacking in reputation, you 


something good — no matter what the price. 


are going to get something not so good — even if you 
try to encourage the utmost effort to deliver quality 
by offering more money than is asked. 


ORCHIDS & SCALLIONS 

But the greatest mystery of all remains. Why is 
it that the ability of the salesmen to sell at the highest 
price possible, is always rewarded with loud vocifera- 
tion of praise while, on the other hand, the correspond- 
ing ability of the industrious purchasing agent, to 
buy at the lowest price, seldom if ever wins him other 
than contempt and abuse? 

And so he has been foreed to suppress nearly 
every kindly human sentiment; to refuse friendship, 
especially the friendship of salesmen; to become a 
lone and forlorn man, shunned by all excepting by 
those who have something to sell; and to lurk in his 
lair, ever watching with avid and glittering eye to 
seize buying opportunity like a spider pouneing on a 
hapless fly. 


I ery out against this injustice. 
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BY-PASSING THE BROKER 


The problem of the middleman in a highly 


specialized industry. Perhaps there are 


too many in the field, but they perform a 


really useful function for buyer and seller 


HE general unemployment situ- 

ation has hatched an over sup- 
ply of pipe and second hand ma- 
chinery brokers for the oil indus- 
try. They are becoming so plenti- 
ful that they should wear bells or 
badges of some sort to keep from 
trying to sell each other. If you 
doubt this statement, offer one of 
them a string of casing at a given 
location for a certain price, some 
morning, and before night one or 
perhaps several of them will offer 
you your own pipe at a somewhat 
increased price, incidentally the 
quality of the pipe will have in- 
creased to such an extent that vou 
would be unwise to think of selling 
it at anything under the price of 
new pipe and should add a certain 
bonus on top of the new price. 

However, in spite of the extreme- 
ly large number of brokers this 
year, they are really entitled to 
considerable consideration when 
you need a string of new pipe, a 
crankshaft for your old engine that 
you are trying to keep in running 
order to produce your little old 
barrel or two of oil per day, or any 
other gadget that you may need to 
keep the wheels turning. 

One thing that is common to all 
brokers is that they must necessa- 
rily add a profit to their offerings in 
order to put groceries on the table. 
The broker is aware of this, as is 
also the buyer and the seller. The 
buyer and the seller are especially 
aware of this, and often get the 


erroneous opinion that if he were 
eliminated in the transaction that 


HARRY F. QUINLAN 
TULSA 


they should profit to a greater ex- 
tent. This may be true of indi- 
vidual transactions, but it is not 
true over a period of time that may 
see the culmination of other sue- 
cesstul purchases or sales. 

The owner of idle equipment, pipe, 
tanks, engines, pumps, or what not, 
in dull times when sales are few and 
far between, is generally begging 
every broker or dealer in this class 
of equipment to please try and find 
a buyer for his equipment. He may 
go so far as to admit to the broker 
that he needs the money far worse 
than he needs the equipment. He 
usually enlarges on the quality of 
the merchandise he is offering; it 
is supposed to be like new and the 
only reason he would think of sell- 
ing it is that he is out on a limb of 
some kind and must liquidate even 
to the extent of selling his shiniest 
brass gadgets or his greyest cast 
iron. 

Perhaps Mr. Broker, if he has 
not heard this story too many times, 
thinks that 
chance to make a dollar in the 


possibly there is a 
offing, and early the next morning 
before the milk-man arrives, cranks 
up his puddle jumper and starts 
for the tall uneut to make an in- 
spection of the generous offerings 
of the friend seller who has his 
gold-plated wares priced at about 


three times thei 


two or 
worth. After an all day di 


broker may have his most 


fears confirmed; the stuff off 


not worth hauling away. 
be junk of the superlative 
and perhaps is located it 
rough and rocky country 
would take burros to hau! 
to civilization. The averag 
must make ten trips of 
wild goose variety to ever) 
is genuine and finds the equ 
offered to be as represente: 
Now comes the buyer w 
distress. He needs this or t 
whatever he needs he needs 
now. He does not want 


new from the supply houss 


mill; the price of new mat 


too high to fit his budget or 
the supply house can not 
order and he cannot wait 

shipment. The buyer is 

eall on his broker friends 
him out. The broker is s 
to know the exact condition 


material, the exact location, 


manufacture and its compl 


tory. In addition to this t 
must know the lowest eas 
must know if it would be 
to chisel this price a littl 
are hard and the buyer 
want to pay this price. W 
broker guarantee the eq 
and trade a two fifty or aS 
Engine in on the deal, and 
them have some terms? | 
broker meet the buyer’s 
at some foreign port 
o’ecloeck the next morning 
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him the equipment? Will the 
broker deliver the equipment to the 
buyer’s lease, will he hire trucks 
and guarantee that the trucking 
will not exceed carload freight 
rates? 

In other words, the buyer is in 
distress (and in most eases it is his 
own fault) and at the same time he 
is reluctant about standing up to 
the rack and paying off. He ex- 
pects the broker who has driven 
thousands of miles on dusty rough 
roads locating this equipment for 
him, to step to one side and let 
buyer and seller get together on 
whatever terms they may agree on, 
and if the broker insists on a fair 
wage for his services he is out of 
line —the principals deal without 
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him. When the buyer and the 
seller decide to give him the jolly 
old run-around they can do this 
easily, as there is no contract in 
writing. 

Usually brokers who handle a 
general line of equipment, special- 
ize in certain classes. One broker, 
although handling a general line of 
supplies, may be especially familiar 
with rotary drilling equipment 
while another may be thoroughly 
conversant with meters and regu- 
lators and yet know every joint of 
second hand pipe in the eountry. 
Many other brokers take a greater 
interest in refinery, gasoline and 
pipe line construction equipment. 
Your broker from whom you have 


been buying tanks or rigs might 
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not know the difference between a 
kilowatt and a gas oil ration, but 
ean doubtless get in touch immedi- 
ately with another broker who is all 
lined up to offer you the best avail 
able in generators or air lift equip- 
ment. The result is that if you are 
a buyer you obtain a service from 
your broker as he keeps you in 
touch with material you need but 
never knew existed. If you are a 
seller you are served due to the 
co-operation of the brokers who find 
a market for material that you 
could not otherwise sell and for 
which you have no use. 

The general opinion throughout 
the oil country is that the country 
is full of second hand usable equip 
ment of all kinds. This is not true 
although there is an _ extremely 
large surplus of certain kinds. The 
buyer who may be in need of par 
ticular machinery may think that 
when he needs it he will have little 
or no trouble in picking it up at 
once from any of a dozen different 
sourees. Unless it happens to be 
one of the few plentiful items, he 
will spend many an hour of wear 
search unless he has the assistance 
of some broker who specializes in 
that particular item and knows 
where to lay his hand on every 
piece of idle equipment of this class 
in the country. The broker special- 
izing in a certain class of material 
must of necessity keep in touch 
with all of that kind available. He 
must make countless trips to the 
field to inspect material which may 
be haywire or even non-existent. In 
this connection the grape vine tele- 
graph is no worse than in any 
other branch of the industry. 

Time is also saved by consulting 
your broker instead of the owner 
of material, as the owner of equip 


After an all day drive, the broker may 
have his most dismal fears confirmed: 
The stuff may not be worth hauling 
away; it may be junk of the superla- 
tive degree; it may be located in such 
a rough and rocky country that it 
would take burros to haul the stuff 
to civilization. 
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5. Remember that the 
time to get rid of surplus 
machines is just as soon 
sible, as values of idle equip 
start falling rapidly the long: 
material is lying around idk 

Few companies have departm 
of their own to sell pipe. W 
such facilities are not a\ 
within the organization, it 
erally better to turn over 
the broker with specific prices 
foot and allow him to sell it 


a ment is naturally biased as to the from some equipment that you have 

uit quality and condition of his engine, already made up your mind to buy 

li- pump or pipe that you are looking from someone else. 

il] for, while the broker is more likely 2. Tell your broker as far ahead 

il- to tell you of its true condition as possible what you are going to 

p- without bias. need and when you will need it. 

re 3. If you have idle equipment 

m FIVE SUGGESTIONS or overstocks of material, give your 

in Now that we have tried to jus- _ broker a list of equipment as soon 

ut tify the broker’s existence as such, as it is for sale. 

a and also as an integral part of the 4. Have your broker discuss the 

he oil industry, it may be well to price with you as he is perhaps bet- 

id point out a few ways in which you ter informed on prices the market 

yu ean help the broker help you. will stand. 

or 1. Don’t eall for a price on ma- outlet for your material than you 
terial with the main idea in view to as you are not in the equipment 

ut use his price to chisel the price off business. 

ry 

p- 

ue 


‘ | Mr. Requisition Rush and Mr. 


le KARL F. WESTERMANN 


Columbia Steel & Shafting Company 


nt 

he Pittsburgh 

he 

I"\ 

‘ Fortunately, there's a 

vs remedy for every pest 

ry 

SS 

il- 

‘al R. REQUISITION RUSH is a fellow whom we 

eh all know only too well, in spite of his various 

le disguises. We would like to consign him to the dark- 

he est depths of the nether world, but he is a wicked old 

ay devil, and he haunts us and he taunts us no matter 

In how we try to evade him. It is funny how he sneaks 

le- around on a Saturday morning, or the day before a 

ny holiday, or just before we leave on a trip, to give us 
something to worry about while we are away. He 

ng seems to delight in keeping the purchasing department 

Be in a turmoil in one way or another. He enjoys keep- 

p- ing things stirred up. 


He has a brother named Mr. Dam I. Forgot. The 
foremen all know this bird. He pops up frequently, 
and when he does they break out in a cold sweat for 
fear ....? Then Mr. Forgot is happy, ‘‘and how’’! 
He wiggles his fingers and his ears until his poor 
victim is almost beside himself. 

Mr. Victim knows only way out. He ealls on 
Mr. Requisition Rush. And does he rush it! Then 
Mr. R. R. dashes to the purchasing department and 
‘*Well, here I am again to 





erins as he announces: 








He also has a broader 


companies have made a mist 
allowing their surplus pip: 
to accumulate to such an 


Conten 


Jobber 


give you more gray hairs. I have you d 
time.’ 

The purchasing department cannot fail 
come through. No apologies are acceptabl 

Some purchasing agents have had the happy 
ot being allowed an unlimited inventory. It 
eliminate the rush requisitions. Companies 
however, do not allow such freedom in the pu 
department. First, it ties up too much mone) 
you have design changes to contend with. Al: 
materials developed by your research depai 
The element of deterioration is always present 
as the amount of storage space available and 1 
tuations in markets. 

The purchasing agent’s life saver is Mr. J 
Service is his watehword; his organization 
upon that word. 
meet one of your needs when and as your 
ments demand it? Mr. Jobber knows just 
control Mr. Requisition Rush. 

Many lines today are being dispensed throu 
tributors. They carry a most diversified ass 


What is service, but the ab 


of sizes, shapes, grades and quantities, whet 
in foodstuffs or tools. Their idea is not only t 
the ‘‘hurry-up’’ items for the large consume! 
regular purchases of the small consumer as ws 
The jobber is a stabilizer of industry, for 
the small consumer on a par with the big fellow. Hi 
prices are commensurate with the services rv 


and uniformly so. 

Yes, Mr. Requisition Rush is passing ou 
picture. No more gray hairs on that score, Mr. | 
Your loeal jobber will be your liaison office 
seat of action in your factory. 
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THE NEWS 


FOREIGN TRADE 


NEW YORK—Invoecation of economic sanetions 
against Italy by members of the League of Nations 
aroused visions of booming activity in American ports 
(See Fig. 1). These visions were rudely dashed by 
President Roosevelt's announcement of the official po- 
sition on the war situation, which not only barred 
arms shipments as required, but warned all Americans 
that they take their own risks if they voluntarily 
engage in transactions of any kind with the belliger- 
ant nations. Protested the Conference on Port De- 
velopment of the City of New York, Ine.: ‘* Your 
discretionary act in banning all trade with Italy and 
Ethiopia is considered a serious blow to commerce of 
this country and port, and is premature and _ ill- 
advised and not furthering our neutral position at 
the present time. Urge vou to rescind same.’’ In 
anticipation of a rebuff to this suggestion, shippers 
made plans (a) to ship f. o. b. American port, with 
the buyer to arrange for his own transportation, or 
(b) to ship Italian consignments to some neutral 
European port, where arrangements for its final desti- 


nation would be left to the consignee. 


TRAVELING DEMONSTRATION 


BOSTON — A_ new field demonstration service, be- 
lieved to be the first of its kind and expected to be 
of outstanding value to large industries where instru- 
mentation and control are major problems, has been 
put into effect by the Mason-Neilan Regulator Com- 
pany of this city. The new service unit, a specially 
designed truck (See Fig. 2) equipped with latest 
model reducing valves and control instruments, is now 
making a nation-wide tour, giving demonstrations of 
modern control in important chemical plants, pape 
mills, refineries, process and power plants. By means 
of this demonstration unit, plant officials, process men, 
power plant engineers, instrument men and purchas- 
ing executives can go into conference at their home 
plant to bring themselves up to date on many phases 
of control and familiarize themselves with the prod- 
ucts of this company, which include control valve com- 
pensators, overheat protectors, drift compensators, and 


frictionless duo-coil action. 


SYMBOLIC SPUDS 
WASHINGTON 


regimented under AAA through the passage of the 


The lowly potato (See Fig. 3), 


Warren Potato Control Act, has become the storm 
center and symbol of the fiercely raging controversy 
over current agricultural policies. Quick to seize on 
a fresh text for its consistent attacks on this phase of 
the New Deal, which it holds responsible for a 32 per 
cent rise in food costs to the consumer, the American 
Liberty League declares: ‘‘The experience of potato 
erowers, Whose market has been demoralized by the 
products of land diverted from cotton, tobacco, wheat, 
peanuts, and other controlled crops, has demonstrated 
that it is impossible to stop with half way measures. 
The inevitable end is complete regulation of all agri- 
eultural production. Consumers then would pay the 
prices fixed by a socialistic government. In its pro- 
eram of higher prices, subsidies and regimentation, 
the AAA has sacrificed efficiency, a possible lower 
level of costs and farm independence. Besides being 
unfair to domestic consumers, the high prices have 


served to destroy foreign markets.’’ 


SECOND THOUGHTS 


NEW YORK — General Hugh S. Johnson, retiring 
(q.v.) administrator of Werks Progress in the metro- 
politan area, who will be recalled as having been aec- 
tively identified with other divisions of the Federal 
recovery program over the past two and a half vears, 
leaves his office after a brief but energetie tenure, 
with the publie avowal that the plan won’t work, that 
the objeetive does not coincide with the problem, and 
that the new WPA program to be launched in De- 
cember is doomed to failure before it starts. From 
the purely administrative standpoint there are no par- 
ticular difficulties, for the specific responsibility of 
the office is simply to put 200,000 people to work, and 
there are plenty of projects and plenty of people to 
take care of this assignment, ‘‘and there my respon 
sibility ends.’’ But according to the General, that 
program falls short of any comprehensive solution of 
employment needs (See Fig. 4) by from 33 to 50 per 
cent. He goes on to state that it is a matter of simple 
arithmetie to see that the funds appropriated will not 
keep even this limited program in effect over the con- 
templated period, and points out that some 28 per 
cent of the approved sum is not yet available or as 


sured. But on these minor considerations he had been 


instructed not to worry, for that is some other official ’s 


























































problem. Nevertheless he leaves behind him a plan 
for more comprehensive study and analysis of the 
situation. The doughty General so far forgot his feud 


with Park Commissioner Robert Moses, late Republi- 


. ean candidate for the governorship, as to endorse the 
: latter’s S. E. Post statement that ‘‘unless some of the 
. erackpot theorists are driven out of this administra- 
. tion, they will drive the country back into the old 
rm familiar rock-ribbed brand of polities.’’ 
“ ‘*You believe, then, that there are erackpots in 
- the administration ?”” a New York Sun reporter asked. 
as ‘*The ratio is high,’’ replied General Johnson. 
t, 
d 
: COAL COMMISSIONERS 
i- 
e WASHINGTON—Administration of the bituminous 
,- coal industry under the Guffey-Snyder Control Bill 
1. is vested in a Board of Commissioners. Selected last 
. month for this responsibility were (reading from left 
e to right in the cover photo) Messrs. Charles F. Hos- 
e ford, Jr., of Pittsburgh, Perey Tetlow of Columbus, 
George Acret of Los Angeles, and C. E. Smith of 
Fairmont, W. Va. Branding the attacks on the con- 
stitutionality of the bill as premature, and heartened 
by the prompt settlement of a wage controversy that 
o has dragged on for months pending the passage of the 
‘. Act, the board promptly organized, elected Mr. Hos- 
es ford as chairman. One of his first official acts: to 
1] address the October meeting of the New York Pur- 
g. chasing Agents’ Association on the implications of the 
e. bill. 
it 
. HOUSING FACTORY 
e- 
m HIGHTSTOWN, NEW JERSEY — Mass production 
r- and assembly of houses under the Federal Resettle- 
if ment Administration is scheduled to start in Novem- 
d ber at a homestead development for 200 families here. 
to The new type construction makes use of unit slabs of 
1- a special slag conerete weighing only 75 pounds per 
at eubie foot, preformed at a factory on the tract. Cas- 
yf ings, hardware and trimmings are provided in the 
ay form of inserts as in other molding processes.  Pro- 
le duction will be at the rate of two houses per day, 
ot indicating a useful life of about four months for the 
n- factory. Cost of a five or six room house with inde- 
oY pendent oil burner and attached garage is estimated 
s- at $3,500, sold to the homesteader at a monthly in- 
n terest and amortization basis of $14.75 per month over 


thirty years. 





Photos by Ewing Galloway, Mason-Neilan, Acme 
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THE MARKET PLACE 


& 
CALI Westward the course of petroleum 
FORNIA takes its way. With Pennsylvania 
c R UDE fields virtually out of production, the 
harmonious accord of the Mid-Conti 


nent field (still nettled by the persistent flow of ‘‘hot oil’’ in 


center of interest in the oil industry 
shifted abruptly last month from the 


East Texas) to California, scene of the most sensational price 
slash the industry has recently known when prices went off 60 
cents a barrel on August 29th. Estimated requirements from 
California wells (Federal recommendation) are 499,700 barrels 
daily average. At the time of the price cut, production was 
at the rate of 595,700 barrels. Apparently undismayed by the 
price debacle, and by the fact that a large proportion of the 
oil was going into storage, California stepped up to 615,500 
barrels in the first week of September, reached a five-year peak 
of 647,000 barrels the following week, and held close to that 
level (within 12,000 barrels) for the balance of the month. 
When, in early October, the first substantial curtailment could 
be reported, California was still producing 622,000 barrels per 
day, and allowable production had been twice revised upward, 
to 551,250 and then to 590,700 barrels per day. To date, 
California oil has not entered the Atlantic seaboard market 
in any great quantity, but the pressure on the entire price 
structure was very strong. 

California was not a party to the voluntary interstate oil 
compact, sanctioned by Congress, under which Texas, Okla- 
homa, New Mexico, Kansas, Illinois and Colorado agreed to 
curtailment and proration of output. Locally, a Committee of 
Seven, trying to effect a voluntary production agreement among 
the California operators, conceded failure after securing the 
signatures of 82.5 per cent of the oil operators in the State, and 
returned the signed agreements on September 17th, thereby 


removing the last semblance of control. 


SUPPLY 


COAL 


HE five day suspension of work by 

400,000 miners in Pennsylvania, 
West Virginia, Ohio and _ Illinois, 
which represented the extent of the 
long-threatened bituminous coal strike, 
resulted in smaller output for the 
month, but operations are now about 
as before. Inventories estimated as 
50 days’ supply. 


COPPER 


RODUCTION of copper is being 


DEMAND 


Demand has broadened, and indus 


trial consumption continues heavy. 





They were sueceeded by the Emergency Advisory Board 
of Independent California Oil Producers. This committe: 
adopted an ‘‘estimated market demand’’ of 531,250 barrels 
per day (up approximately 6 per cent from the Federal recon 
mendation) to become effective on September 20th and to con 
tinue for the balance of the year. They worked out a pro 
ration schedule, appealed for observance of the emergency 
regulation, and anxiously awaited results. The following week 
production went up 7000 barrels to 642,500. 

On October 2, a ‘*‘Fact Finding Committee’’ of the Oil 
Producers Agency decided that their predecessors had not been 
sufficiently realistic, and raised the ‘‘allowable’’ production 
in California another 60,000 barrels per day for the fourth 
quarter, arriving at a quota of 580,700 barrels for existing 
wells and 10,000 barrels for new wells —a compromise figure 
that is some 18 per cent above the Federal estimate, but still 
5 per cent below actual output. The report of the committee 
expresses the opinion that the State is rapidly approaching the 
stage where the petroleum industry must cease production cur 
tailment, and recommends that restrictions be first removed in 
those fields where economic stress is most severe. It was de 
termined that Signal Hill, with 1,500 wells and 600 individual 
operators, many of whom have only one well, faces the most 
acute problem in that (1) the operator must produce from 
his well in order to survive financially, and (2) the well must 
be kept in production to prevent its being drowned by water 
encroachment. Major operators are said to be in accord with 
the committee’s action. 

Operators outside the State view the situation with con 
cern, seeing in it a menace to the entire market. The fact 
that quotas were raised instead of lowered is seareely conducive 
to a strengthening of prices, and they question how long the 
companies can keep on storing oil. It is felt that a further 
slash in erude prices may be the only effective way of cutting 


the flow down to requirements. 


MARKET 


The new wage agreements, running 
until April 1, 1937, will impose an 
additional cost of approximately 15 
cents per ton. Tentative indications 
are that prices on western coals will 
advance 15 to 25 cents, and on Penn- 
= sylvania and West Virginia coals, 17 


to 20 cents. 


Copper prices strengthened steadily 


expanded to meet the sustained de- September sales of domestic copper during September, advancing to 9 
mand of the past several weeks. Ana- amounted to 85,094 tons, with more cents on October Ist and going on to 
conda, Phelps Dodge, Kennecott, and than 50,000 tons booked in the first 914 cents the following week. Strong 


the Walker mine in California have 


all stepped up their operations. delivery. 


week of October, mostly for January 


resistance was encountered at the 


higher figure. 
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SUPPLY 


COTTON 


pala ATES of the domestie eotton 

crop are down somewhat from 
earlier figures, but world output is 
estimated as 3 million bales above 
production in the preceding cotton 
vear. Considerable marketing pressure 
in evidence, presumably in view of the 


Government’s new loan plan. 


IRON & STEEL 


ATE of steel production was down 
to 48.35% in September, but re 
covered in late weeks to fractionally 
over 50%, with further improvement 


in prospect. 


LUMBER 


0 aad was high throughout Sep- 

tember, as much as 52% ahead of 
1934 in the softwood group. A de- 
cline of about 3% was noted in the 


closing week. 


NAVAL STORES 


AREHOUSE stocks of both tur- 

pentine and rosin are diminish- 
ing as trade continues brisk and re- 
ceipts are tapering off. 


RUBBER 


re quotas for the 4th quarter 

were reduced from 65 to 60%, and 
coupons for 20,000 tons were bought 
by the Dutch East Indies government. 
Malayan dealers’ stocks are relatively 
low. 


TIN 


ISIBLE supplies of tin represent 
the smallest total recorded in more 
than 25 years. The International Tin 
Committee, which last month reaf- 
firmed the export quota of 65%, raised 
this figure to 70% for the fourth 


quarter. 


ZINC 


ne stocks of zine declined 

appreciably, and production vol- 
ume was moderately expanded in view 
of a generally favorable sales volume. 





1935 


DEMAND 


Industrial cotton goods are in de- 
mand, and sales volume is good. Auto- 
mobile industry buying about two 
months earlier than usual, due to ad- 
vanced date for new models, and other 
industrial consumers are also in the 
market for available supplies of choice 
grades. Exports are better on war 


news, 


Automotive demand still off. Strue- 
tural business is better, and pig iron 


demand notably active. 


|} - 
si} ~ 
a [A 
a 

pe - 

= SRP 


New orders and shipments substan- 
tially above last year, but from 9 to 
10% below current production. 


Domestic demand seasonally better. 
Exports up by 10% over 193 


BD 





Factory requirements are not large 
at the present time, and are covered 
about three months in advance. 


Demand has been in fair volume, 
largely for December and January 
shipment. Requirements are well cov- 
ered in spite of short warehouse stocks. 





A characteristic month in zine saw 
record sales of 22,000 tons one week, 
followed by an exceedingly dull mar- 
ket. Galvanizing plants are operating 


close to capacity. 


MARKET 


Raw cotton prices de 
lows for the current seaso! 
ber 30, December contract 
10.41 cents. Subsequent 
was substantially recove: 
port inquiry strengtheni: 
ket. Buying resistance 
about the 11 cent level. 


No change in price s 
ported. General tone 
is firm, with scrap strong 
of export trade. 


Lumber prices were sli: 
the month. Oak flooring 
thousand feet in earloa 
Southern pine down fro 
$21.80. 


Sharp advances in price 
naval stores market in lat 
and early October, with fi 


at the new levels. 


Prices irregular but sti 
anticipated tax increase 
ports did not materializ 
ing curtailed instead. Tir 


to advance this month. 


Tin prices advanced du 
ber on the basis of sh 
going above 51 cents at 
the month and holding 
above 50 cents after the 


were announced. 


An advance of $3 pe 
September carried the | 


zine to 4.75 cents per | 
it was strongly held by 
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THE EXECUTIVE PURCHASER - 


BUSINESS BOOK 
OF THE MONTH 


The origins of capital and the 


origins of labor in this great 


American industrial scene, told 


in terms of the human ambitions 


and toil from which our present 


system has evolved over the years 


HE acute problems of readjust- 

ment, of human needs and social 
security, the responsibilities of eap- 
ital and the rewards of labor, whieh 
are at the foundation of our eur- 
rent national and international tur- 
moil, have prompted endless dis- 
cussion and the publication of 
thousands of articles, speeches and 
books. 


terial has been conceived in parti- 


A large part of this ma- 


san passion, beclouded by sociologi- 
eal and economic theory, warped 
and directed toward some specific 
plan of reform; and it has likewise 


been read — extravagantly praised 4 


or violently disparaged—from simi- 
lar viewpoints. 

It is therefore a distinct relief 
te find in these two publications of 
recent weeks a simple statement of 
the origin of our industrial system 
as revealed in two utterly dissimi- 
lar case studies, standing on their 
own merits without any elaborate 
correlation to the present crisis, un- 
pretentious, and uncolored by pre- 
conceived social or economic theses. 

Mr. Glasscock has a grand tale of 
adventure to unfold —a story of 
vision and discovery, of human 
nature in the raw, conflicting am- 
bitions, and a resultant struggle 
for control that ranged from bodily 
conflict in the cavernous depths of 
the mines at Butte, with dynamite 
and searing lime, live steam and 
fire hose as the weapons, to the 


courtrooms and legislative halls of 
the nation from Helena to Wash- 
ington, with internationally reecog- 
nized legal and engineering talent 
and millions of tainted money 
called into the fray —a_ struggle 
that rocked the finaneial world in 
the panic of 1907. The story covers 
little more than half a century, 
and has been graphieally com- 
pounded of contemporary news- 
paper reports and the memories of 
many still living who had a part 
in those stirring events. 

Dr. MeKee presents a scholarly 
research into the workings of an 
inherited system of labor that em- 
braced African slaves and the 
skilled craftsmen of the guilds, and 
workers of many an intermediate 
station, transplanted into a new 
and undeveloped land. His story 
is enlivened by scores of citations 
from the advertisements, public 
notices and reports, and household 
accounts of the day, each one aft- 
fording a revealing flash of the 
character or condition of some of 
the thousands of individuals who 
never found their way into the 
history books, but who nevertheless 
“made up a substantial proportion 
of the 18,000 population in the 
bustling community that was the 
Chartered City of New York in 
colonial days. 

What the two books have in com- 


mon is that they show some of the 
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THE WAR OF THE COP- 
PER KINGS: Builders of 
Butte and Wolves of Wall 
Street. By C. B. Glasscock. 
Published by The Bobbs-Mer- 
rill Company, Indianapolis. 
5314 pages, illustrated. Price 
£3.00. 

LABOR IN COLONIAL 
NEW YORK, 1664-1776. By 
Samuel MeKee, Jr. Published 
by The Columbia University 
Press, New York. 193 pages, 
with bibliography and index. 
Price $3.00. 











basic concepts of property rights 
and the position of employing and 
working classes under conditions so 
primitive or set apart that they 
were not vet complicated by the 
problems of dense population and 
involved social organization — the 
roots, as it were, from which our 
present industrial scheme sprang 
up and flowered (if that be not 
too poetic a term). 

Neither author attempts to edi- 
torialize; they merely present the 
picture. The scholar marshals his 
facts: this happened in America. 
The story-teller weaves his amazing 
tale with all its inconsistencies and 
human vagaries, and remarks in 
closing: ‘That could happen in 
It did. 


Nevertheless, one can hardly read 


Ameriea!”’ 


these works without mentally relat- 
ing the picture to the burning, un- 
solved issues of today. On the 
whole, the working class appears to 
the better advantage. Slavery and 
bond servitude went out of vogue 
in New York because they were eco- 
nomically not feasible, but proved 
in the long run a heavier burden 
to employer and state than free 
labor. Relatively high wages in the 
silver and copper mines represented 
an insignificant proportion of the 
natural wealth dug from the earth, 
and were shamelessly used as the 


price of ballots and publie opinion 


used to further personal and po- 
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litical ends. The notable improve- 
ment in material conditions among 
the mass of employees seems to have 
affected moral fibre less than did 
the acquisition of wealth and power 
among the employer class. Perhaps 
this was due to simpler tastes and 
less fertile imagination; the pri- 
mary urge remains the right to 
work and earn a living—an oppor- 
tunity lavishly provided by the 
fabulously rich deposits in the cop- 
per hill. We find heroie evidences 
of lovalty and devotion among the 
miners even under conditions of 
unserupulous exploitation. But then 
again, this was a race of men who 
loved a fight and who lost no op- 
portunity of indulging in a free- 
for-all. 


Our faith in the vested rights of 
property ownership is sadly shaken 
by the story of Butte. Granting 
that the vision, the enterprise and 
aggressive promotional methods of 
Mareus Daly, William A. Clark and 
F. Augustus Heinze were the neces- 
sary means for developing Montana 
industry, and entitled to a hand- 
some reward; and even assuming 
that the seandalous judicial rulings 
and the intricate technicalities of 
mining law would stand the test 
of equity and reason — one grows 
more and more dubious as to the 
real title to all this natural wealth, 
and is inelined to understand, if 
not condone, the attitude of today’s 
anthracite workers who appropriate 
a certain personal proprietary inter- 
est in the deposits which they have 
worked for generations. And when, 
with the entrance of Thomas Law- 
son and H. H. Rogers, the scene 
is abruptly shifted from Silver Bow 
Creek to Wall Street, one may pity 
the eager investors who bought 
shares in good faith and lost their 
honest savings in successive market 
manipulations, but the suspicion 
persists that the chips with which 
they gambled were but spurious 
curreney. 

Another observation is that some 
of the problems and ideas which 
we consider as peculiarly the prod- 
uct of the present day are pretty 


Continued on page 382 
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THE STENOGRAPHER | 
WHO WASN'T A MIND-READER | 


Offices that employ a properly conceived system of rec- 
ords, reports and memos are less subject to conversations 
that begin with “What did Mr. Brown say?”, or “Do you re- 
member what I told you about the Smith Company order?” 


Just as the most efficient systems are highly standard- 
ized, so should the paper used for these records be stand- 
ardized. ADIRONDACK BOND gives you an economical means 
to improve the working of your office records. Look for the 
watermark. Twelve attractive colors and bright white with 


envelopes to match in a full range of weights and sizes 
.a surface which takes printing, writing and typing to 
perfection, at a price which makes for greatest economy. 


PUT IT ON RECORD! 


Send for your copy of this 
new colorful broadside. 


Address all Requests to Sales Dept. 


INTERNATIONAL PAPER COMPANY 
220 East 42nd Street, New York, N. Y. 


BRANCH SALES OFFICES: 
Atlanta « Boston « Chicago e Cleveland « Philadelphia « Pittsburgh 


ADIRON DACK 
@ BOND -%.. 


tv INTERNATIONAL 
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EQUIPMENT SPECIFICATIONS 


N Ohio manufacturer of indus- 
trial equipment recently con- 
tracted to make a large installation 
in an automobile plant. The broad 


outlines of the agreement were 
readily completed, but there fol- 
lowed a period of more than two 
months of continuing conference 
and negotiation before acceptable 
specifications could be formulated 
to cover the work and could be 
This 


does not imply any dispute or dis- 


written into the contract. 


agreement: As a matter of fact, 
certain parts of the work were in 
process at the manufacturer’s plant 
for nearly six weeks before the 
specifications were actually released 
by the purchaser, during all of 
which time the engineering counsel 
of both parties were working to- 
gether, ironing out the details. 

At the recent Machine Tool Show 
in Cleveland, sales attained a very 
high level, many of such transae- 


tions being of the ‘‘over the coun- 
ter’’ variety, in accordance with 
the stock specifications or catalog 
data of the manufacturer. 

These are the two extremes of the 
specification problem in respect to 
equipment purchases. 


But regardless of whether the 


‘ 


machine is bought ‘‘on specifica- 


tion’’ or ordered by eatalog num- 
ber, it must be built to specifica- 
tion. The process of design and 
construction or assembly requires a 
detailed and specific plan, whether 
for a eustom built job, a special 
adaptation, or a stock model that 
is made on a quantity production 
basis. The chief difference is in the 
source of the specification and the 
number of times it is used. 

In the purchase of materials, 
most companies that use specifica- 


tions at all insist on using their 
least to the extent of 


own — at 
adopting or approving certain man- 
ufacturers’ standards or other ree- 


Details of design and construction 


are the manufacturer's responsibility 


to meet the buyer's requirements of 


adequate capacity and performance 


ognized standards as being satisfae 
tory. This is not only reasonable ; 
it is essential as a means of insur 
ing standard operating conditions 
and quality of output. But the 
purchase of equipment is another 
story. 

is bought 
to do 


a specific job effectively and eco 


Industrial equipment 
with just one object in view: 


nomically. The buyer is principally 
interested in performance, capac- 
ity, speed, and efficiency of opera 
tion. Presumably the manufacturer 
is in a better position than the 
buyer to determine how that per- 
formance can best be assured. De- 
sign, patented devices, and expert 
engineering are the essentials of his 
stock in trade. The problem is his 


to solve — competitively perhaps, 
for there are various ways of aec- 
complishing a mechanical purpose, 
and in respect to many of the basie 
operations it is the detailed appli- 
eations of a principle rather than 
the prineiple itself which deter 
mines efficiency. 

The buyer may have his own 
ideas on the subject, particularly 
if his own engineering department 
is qualified in such matters, and 
ideas will always 


these carry 


weight. But as a matter of pur- 
chasing policy, there is an alter- 
native of insisting on such details 
in the working specifications for a 
piece of equipment, or of working 
to the end that such suggestions 
are accepted and incorporated in 
the manufacturer’s specification. 


Remembering that the buyer’s 


first interest is in performance, it 


may be well for him to consider the 
problem in terms of a guarantee 
rather than a specification. The 
manufacturer is justified in predi- 
eating a guarantee on his own dis 
eretionary powers of design and 
construction to attain the desired 
result. It is axiomatic that re 
sponsibility and authority must go 
hand in hand. The buyer recog 
nizes this principle in regard to his 
own work, and must realize that in- 
sistence on dictating specifications 
carries with it the responsibility 
for the sufficiency of those specifica 
tions. This may amount to a sacri 
fice of his performance guarantee 

a considerable price to pay. 

Selection from among several 
possible types or makes, however, 
is the buyer’s prerogative. An an- 


alysis of several hundred case 
studies indieates that this is a com- 
posite function of several officials 
or department heads of the buying 
company—seldom less than three, 
and sometimes as many as seven 
individuals participating in the se- 
lection. Management officials, finan- 
cial executives, technical advisors, 
operating men, and_ purehasing 
agents all have a voice in the proc- 
ess of balaneing the mechanical re- 
quirements of the company over 
against the specifications and guar- 
antees of various potential sup- 
pliers. 

then that 


satisfaction in equipment purchas- 


It becomes apparent 


ing depends first of all upon a elear 
and complete understanding of just 
what is to be required of the equip- 
ment, and under what conditions 
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of service. And while buyers may 
consider the problem in terms of 
the difficulty of securing adequate 
specifications or guarantees from 
the manufacturer, it is no less a 
problem for the manufacturer to 
be sure that his data concerning 
the proposed installation is com- 
plete in all essentials. 

This latter viewpoint is noted in 
a recent study eonducted by the 
Polievholders’ Service Bureau of 
the Metropolitan Life Insurance 
Company, published under the 
title, **How Equipment Manufae- 
turers Provide Against Inadequate 
Specifications in Customers’ Or- 
ders."" The study was prompted 
by the following question pro- 
pounded to the Metropolitan’s busi- 
ness research division by a client: 

‘*“What methods are used by 
manufacturers, particularly ma- 
chinery manufacturers, to secure 
the necessary details regarding cus- 
tomers’ orders so that the goods, 
when shipped, will meet the cus- 
tomers” requirements ?’’ 

The replies to this query, when 
passed along to a number of repre- 
sentative houses in the field, indi- 
cate that the methods in use fall 
roughly into four general classes: 
DIRECT CONTACT 

One group considers the procure- 
ment of such information, prior to 
making a quotation, as a responsi- 
bility of the tactory representative 
or salesman contacting the pros- 
pect. This policy requires that the 
representatives be men of consider- 
able capability, preferably factory- 


trained, and thoroughly familiar 
with the technical phases of their 


product. Sometimes the reporting 


is done quite informally; in other 


cases a simple routine has been de- 
vised to meet the situation. 

Three typical systems are de- 
scribed as follows: 


I 


**Our sales offices, scattered through- 
out the country, are provided with quo 
tation inquiry sheets. If they run across 
a problem which is not completely cov 
ered by standard apparatus, they fill out 
one of these sheets in quadruplicate. On 


this sheet they give complete information 
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of the customer’s requirements, making 


this information as detailed as possible 
so that the factory will be entirely fa- 
miliar with the requirements. Three of 
these sheets are sent to the factory and 
one is kept by the salesman for refer- 


ence. When receive 


| by the factory, these 
sheets are referred to the Engineering 
Department and carefully checked over. 
If any of the information is not clear, 
letters are written back to the salesman 


referring t 


» the particular item which 
needs further information, and he is sup- 
posed to obtain this information from 


the customer. 


**When the problem 1s 
tory engineers, they then 
quiry with their recomme: 
exactly what they propose t 
the price. One of these s 
in the Engineering Depa 
ond is filed in the general 
third is returned to the s 
makes his quotation to t st 
the order is received, t 
blanks are returned to t 
ing customer’s order 
instructions, ete., and 
the quotation number 


Cy 





® Z-K Liftruck Systems 
handle 3000-lb. loads with 
ease. They excel for rapid 
straightaway hauling, for 
moving up and down in- 
clines, for backing and for 
swinging in close quarters. 
® The initial cost is low. 
The cost of operation is 
confined to man _ power. 


1227 Prospect Avenue 





Z-K Liftrucks Pull Down 
Material Handling Costs 


The cost of maintenance is 
regularly nothing. Z-kK 
Liftrucks save floors, space. 
time, physical effort, and 
money. 

® Try one Z-K Lift and 
enough Z-K Platforms to 
keep it busy. The returns 
on this modest investment 
will surprise you. 


Shall we send you a new descriptive folder ? 


THE Z-K EQUIPMENT COMPANY 


- «= Cleveland, Ohio 
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TRADE LITERATURE 


Bliss & Laughlin, Ine., Harvey, IIl., 
announce a 4-page folder on steel shaft- 
ing and small round bars, drawn, ground 
and polished, and held to close precision 
standards for the most exacting indus- 
trial requirements. 

* 

The L. S. Starrett Company, Athol, 
Mass., has issued a 24-page illustrated 
booklet of dial 


chine shops, attachable to spindles, pro- 


gages for tool and ma- 


duction jigs and fixtures; also special 
models for bench inspection, distortion 
testing, and vibration measurement. 


THE EXECUTIVE PURCHASER 


Norton Company, Worcester, Mass., has 
issued a unique booklet, 2 x 714 inches, 
on non-slip stair and floor tile, safety 
tread, mosaic tile and terrazzo aggregate. 
The illustrations on each of the twelve 
pages are finished with a real abrasive 
surface, which is useful as a_ pencil 
pointer for desk and drafting room. 

* 

A new edition of the catalog of The 
Simonds Saw and Steel Company, Fitch 
burg, Mass., is now available. For con 
venience, the catalog is presented in sey 
eral sections, each covering products of 
special interest to a particular group. 
Section No. 035 covers inserted tooth 





Wholesale Prices. 











eA “Radio cAnnouncement 


WE ARE WHOLESALE DISTRIBUTORS OF THE NEW 
1936 LINE OF EMERSON RADIOS 


(Incorporating Metal Tubes) 


COOHESE instruments are famous for exterior beauty and tonal excel- 
lence. Made and guaranteed by one of the foremost manufacturers. 
* Fourteen models from the lowest priced to the Best. Ideal for 
Premiums, Prizes, and Gifts to Customers. Write for illustrations and 


L.EC MAYERS CO. 


DIAMOND IMPORTERS — WHOLESALE JEWELERS 


545 FIFTH AVENUE 
NEW YORK 
oa SALESROOMS eee 
DOWNTOWN MAIN OFFICE PHILADELPHIA 
NEW YORK 545 FIFTH AVE. LAND TITLE 
WAY -at 45th Street BUILDING 
AMSTERDAM — FOREIGN OFFICES —ANTWERP 
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saws, both rip and cut-off, and saw teeth 
Section No. 135 illustrates and describes 
Simonds solid tooth circular saws, narrow 
band saws and woodworking machine 
knives of all kinds. Seetion No. 335 
covers distributor lines such as Crescent 
ground cross-cut saws, Red End and Red 
Streak hack saws, Red Tang files, tool 
bits and flat ground stock. Section No. 
135 covers the Simonds metal cutting 
line, including solid and inserted tooth 
cold metal cutting saws, metal band saws, 
tool bits, files and hack saw blades, flat 
ground stock, rotary shears and Tungs 
weld metal shears. 


* 


An unusually complete and informative 
booklet concerning anodes of nickel, cop 
per, brass, bronze and zine, treating 
briefly of the elements of structure, shape 
and use, plating problems, ete., has been 
issued by the Seymour Mfg. Company, 
Seymour, Conn. 


* 


The B. F. Goodrich Company, Akron, 
Ohio, is distributing a four-page leaflet 
entitled ‘* Twelve Rules for Tire Health, ’’ 
pointing the way to longer, safer, and 
more satisfactory service from tire equip 
ment. The leaflet was prepared by K. D. 
Smith, Technical Superintendent of the 
company’s tire division. 

* 

Booklet No. 2 of The Metal & Thermit 
Corp., 120 Broadway, New York, de 
seribes the metallurgical and welding 
qualities of Murex mineral coated elee 
trodes, and illustrates their application 
under varied conditions of production, 
fabrication, repair, pipe installation, 
heavy construction, ete. 

* 

Under the title ‘* Profit Makers,’’ the 
Lewis- Shepard Company, Watertown, 
Mass., presents a folder of suggestions. 
More than thirty types of portable ma 
terial handling equipment are shown, in 
eluding hand trucks, floor trucks (plat 
form, counter, box, shelf and tank types 
lift trucks and skids, stackers and dollies. 

* 

A folder issued by The Skybryte Con 
pany, 1919 East 19th Street, Cleveland, 
Ohio, explains and illustrates with photo 
micrographs the protection afforded by 
the Rust-tox method of painting rusted 
metal surfaces 

* 

Catalog No. 82, just issued by the 
Independent Pneumatie Tool Company, 
Chicago, presents a complete line of port 
able drills, serew drivers, hand and benel 
grinders, nut setters, tappers, saws, and 
electric hammers. 

* 

Wilson Welder & Metals Company, 

North Bergen, N. J., has issued an at 


tractive new 32-page booklet on welding 














electrodes, listing a wide range of metal 
classifications, with helpful discussion of 
the application, physical properties and 
procedure in handling each different num- 
ber. 

* 


Bulletin 6808-B of the Manhattan Rub- 
ber Mtg. Division, Passaic, N. J., de- 
scribes the construction and application 
of Condor Compensated Belt, designed 
to equalize the stress on each ply of belt 
ing when flexed around the pulley and 
to permit the belt to run at very low 
tension. Both features tend to eliminate 
premature belt failures in use. 


* 


‘*Over the Rough Spots’’ is the title 
of a 24-page booklet on dependable 
methods of maintenance for floors, roofs, 
walls and foundations. It is issued and 
distributed free of charge by the Ston 
hard Company, 401 North Broad Street, 
Philadelphia. 

* 


Couplings for water lines, penstocks, 
mains and conduits are deseribed and 
illustrated in a 16-page booklet of the 
S. R. Dresser Mtg. Co., Bradford, Penna. 
Typical installations shown range from a 
small golf course line to a 13 mile con 
duit of 60” pipe. Form 355 is of interest 
to any one concerned with the construe- 
tion, operation or maintenance of such 
lines, 


* 

A complete line of goggles (cup, hel 
met or spectacle type), lenses, masks, 
helmets, respirators, shields (hand, obser- 
vation, or spark), grinder and machine 
guards for head and eve protection is 
listed in the 22nd edition of the catalog 
ot the Chicago Eve Shield Co., 2300 
Warren Blvd., Chicago. 

* 

The Metallizing Company of America, 
1218 Long Branch Avenue, Los Angeles, 
has issued a 4-page pamphlet showing 
the use of metal spraying equipment on 
a variety of maintenance jobs and listing 
many other applications of the process. 

* 

Data Book No. 256, a 24-page publica- 
tion recently issued by the Electrie Air 
Heater Company, Division of American 
Foundry Equipment Co., Mishawaka, In 
diana, gives detailed information on ¢om- 
parative costs of various heating methods, 
based upon actual installation records. 

* 

National Adhesives Corporation, S20 
Greenwich St., New York City, has re 
cently issued a pamphlet setting forth 
some interesting facts about the most 
important starches and dextrines used for 
adhesive and sizing purposes. The source 
and processing of tapioca, sago and corn 


are discussed. 
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Or GREATER RELIABILITY 
SPECIFY SPRING STOCK 
of PHOSPHOR BRONZE 


[‘ your product is used around salt water, swampy districts or gassy areas 
the stubborn resistance of Seymour Phosphor Bronze to rust and corrosi 

will justify its slight extra cost many times over; and its extreme fatig 
resistance, high resiliency, and constancy in face of sudden temperature changes (3) 
are plus values not to be overlooked! We will gladly send you or your sprin = 


maker samples of stock for test purposes. 


SEYMOUR PHOSPHOR BRONZE 


THE SEYMOUR MANUFACTURING CO., 55 Franklin Street, SEYMOUR, CONN 


Specialists in Phosphor Bronze and Nickel Silver 









KIMPAK serves a dual pur 
pose for Lyon Metal 
Products, Inc. 


KIMPAK protects the « 
of their beautiful St 
Folding Table against 
ring during shipment « 
serves asa soft, resilie 
ding for the table to; 











AEC. US. PAT. OFF. & FOREIGN COUNTRIES 


CREPE WADDING protects against shipping damage 


@ Lyon Metal Products, Incorporated, Aurora, Let KIMPAK solve your packing 
Ill, are KIMPAK boosters. KIMPAK not only Address nearest sales office on y 
protects their tables against shipping damage, head for FREE Portfolio of KIMPAK sa 
but also is used in the manufacture of their 


product because of its softness and resiliency. KIMBERLY - CLA RK co RPO RATI ON 


For protecting fine finishes against scratch- NEENAH, WISCONSIN 
ing and marring, KIMPAK hasnoequal. Itis soft 8 South Michigan Avenue, Chicag 
withoutdirtorscratchy particles. Itistough,re- 399 Fast 42nd Street 510 West 5 
silient, flexible, easily applied, and economical. New York City Los A 
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Now Ready 


Bias cae for Distribution 


BENNETT BROTHERS 
WHOLESALE JEWELRY 
AND GIFTWARE 


“BLUE BOOK” 





BENNETT BROTHERS Inc 


Importers Distributors 


JEWELRY CATALOG 


5 BROAOWAY HEW YORK 417 FIFTH AVENUE 








Our Buyers’ Guide 
INCLUDES 
Adding Machines Leather Goods 


Athletic Goods Pearls 

Binoculars Pens 

Cameras Perfumes 

Chrom. Plated Ware Prizes 

Clocks Radios 

Cutlery Rosaries 
Diamonds Silver Plated Ware 
Dinnerware Sterling Silverware 


Dolls Telephones 
Electric Trains Toilet Ware 
Electrical Appliances Toys 


Fraternity Goods Trophies 

Gift Articles Typewriters 
Glass Ware Vacuum Cleaners 
Jewelry Umbrellas 

Lamps Watches 


...and many other articles 


@ A copy of our 1936 Catalog will be 
sent to your Purchasing Department 
without obligation upon request ... 
Write today for this Beautiful Bound 
Edition of over 350 pages. 


This Catalog is not sent to individuals 


® 
BENNETT BROTHERS, Inc. 


WHOLESALE JEWELERS Ne) 


NEW YORK, N. Y. 
Mail Orders to 417 Fifth Avenue 





CIAMOND IMPORTERS 


Display Rooms 
UPTOWN DOWNTOWN 
417 Fifth Avenue 175 Broadway at 
at 38th St. Cortlandt St. 
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THIRTY YEARS OF SERVICE 


The New England P. A. Association organ- 
ized in 1905, observes its 30th anniversary 


HE New England Purchasing 

Agents Association, Ine., was 
formally organized on September 
28, 1905, when a small but earnest 
group of six buyers met at the old 
American House for the purpose 
of carrying into action a_ project 
that had been easually discussed 
for several months preceding. The 
unbroken record of regular meet- 
ings and a planned association pro- 
gram since that historie date sub- 
stantiates Boston’s claim of being 
the pioneer organization of its sort 
in this country, antedating the na- 
tional association by almost a full 
decade. 

The thirtieth anniversary of the 
founding was celebrated on October 
14th at the Vendome Hotel, with 
an attendance approximately 
twenty times as large as the origi- 
nal membership. 

Eleven of the twenty living past 
presidents of the Association were 
present : 

H. L. Ogden F. A. Gray 


A. V. Howland S. R. Keyes 


G. C. Bestick W. G. Morse 
P. R. Brennan G. P. Brockway 


= 


E. E. Brainard P. E. Bott 
Richard Stimpson 

Herbert L. 

founders, is the only thirty-year 


Ogden, one of the 


member now active in association 
work, but several others with an 
impressive record of membership 
and service were present at the 
Chester W. 
George E. Keith Company, twenty- 


meeting : Dailey of 
seven years a member, and four 
others who shared with Past Presi- 
dents Brainard, Howland and 
Stimpson the distinction of having 
been active in the Association for 
more than twenty years: 

E. H. Savage of W. F. 

& Sons Corp. 


Schrafft 


F. W. Chipman of International 


Engineering Works, Ine. 


A. P. Allen of Plimpton Press. 

Kk. B. Botsford of A. C. Lawrence 
Leather Co. 

The meeting was effectively con 

Robert C 

Kelley, Purchasing Agent of Con 


ducted by President 
verse Rubber Company, who intro 
dueed the guests of honor with a 
fitting appreciation of their asso- 
ciation service, and read messages 
of congratulation from N. W. Lillie 
and J. F. 


presidents of the Association, and 


Kemp, first and second 


from George A. Renard, Secretary 
of the N. A. P. A. 
Messrs. Bestick, 


Ogden spoke briefly on the back 


Howland and 


grounds of Association history, and 
Charles H. Dodge paid tribute to 
the memory of the six deceased 
Willard, Shaw, Mooney, 
Grover, Damon and Devonshire. 

J. M. Brown of Hartford, 
N. A. P. A. Vice President for 
District No. 9, brought the greet- 
ings of the National Association. 

Stuart F. Heinritz, Editor of 
THE EXECUTIVE PURCHASER, spoke 
Seienece, Art, 
Profession, Indoor Sport, or Job?”’ 


leaders 


on ‘*Purehasing - 


The present officers of the Asso- 
Clation are: 

President: Robert C. Kelley of 
Converse Rubber Co. 

Vice President: Charles L. Shel- 
don of Hood Rubber Co. 
A. W. Munster ot 
Boston & Maine Railroad. 


Treasurer: 


Secretary: H. J. Graham. 

Directors: P. E. Bott of Kinney 
Mfg. Co.; John R. Fuller of Hy- 
grade Sylvania Corp.; Vineent de 
P. Goubeau of United Fruit Co.; 
Henry H. Stafford of Babson’s Re- 
ports, Ine.; Harrison S. Royce of 
Boston Woven Hose & Rubber Co. ; 
W. H. Sherwood of General Radio 
Co.: and William Seldon of W. F. 
Sebrafft & Sons Corp. 

National Director: P. E. Bott. 
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~AN INVITATION... 


We invite you to join users of KEE LOX Carbon 
Papers and Typewriter Ribbons—users from all 
over the world who have been serviced by Kee Lox 
for over thirty-five years. @ If trouble ever comes, 
our measure of appreciation of your patronage 
is to eradicate it, and restore satisfaction. Ifa 
new or unusual requirement must be met we have AddingMachine Noiseless 
the material and the ability to meet it. @ A com- —l 
pletely stocked branch and thoroughly trained 
representatives are maintained in your territory. 


















“De Manufacture, Sell & 


Guarantee Direct to You 





CARBON PAPERS 


Addressograph Billing 








Pencil | 


Hectograph Typewrite 





RIBBONS 





Addressograph Tabulating 


KEE LOX MANUFACTURING CO. Eliott Fisher Teletype 
ectogr: ime Clocl 

FACTORY AND HOME OFFICE * ROCHESTER, NEW YORK —— Benes 
amp Of ali Kin 








BRANCHES - 
Atlanta Cleveland Indianapolis Milwaukee Philadelphia Seattle AN D ROLLS 
Baltimore Dallas Kansas City Minneapolis Pittsburgh St. Louis ; 
a Denver Los Angeles New Orleans Portland St. Paul Auto Register Elliott-Fis! 
Chicago Detroit Louisville New York Salt Lake City Toledo Addressing Tabulating 
Cincinnati Houston Memphis Omaha San Francisco Tulsa Adding Machine Tally 











THE COST OF SOCIAL SECURITY 


N an address before the New York 

Purchasing Agents Association 
on October 16th, Glenn A. Bowers, 
Director of the Division of Unem- 
ployment Insurance of the New 
York State Department of Labor, 
said in part: 

‘* All business men who buy and 
sell materials are eager to know 
who is going to bear the cost of 
social insuranee. The answer, | 
believe, is simple but the process of 
applying it requires good manage- 
ment brains. 

‘*Most of the cost will eventually 
be borne by consumers as a part of 
the price of the product, but I think 
it is generally agreed by economists, 
financial authorities, and socially 
minded lawyers that the tendency 
toward narrowing the margin of 
profit has set in and will continue. 
This means that as the price struc- 
ture is readjusted to accommodate 
the costs of social security legisla- 


tion, part of that cost will fall upon 
stockholders and upon owners gen- 
erally. This cost, which will be 
infinitely less in amount and in 
spasmodie levies than emergency 
relief, will be borne by the publie 
beeause the public has been con- 
vineed of the necessity and wisdom 
of assuring greater security to the 
wage earners who comprise more 
than 90 per cent of the consuming 
publie and the market for our in- 
dustries. 

‘*The employers’ contribution or 
tax, as it is more generally called, 
is a proper labor charge and must 
be absorbed in the same manner as 
the wage bill. The process of ab- 
sorbing the cost of unemployment 
insurance and other charges for 
social insurance involves the fore- 
easting of cost of production. In 
the case of the unemployment 
charge, the amount involved in 
1936 is one per cent of the payroll 


of the employer as defi 
law. 

**Sinee the Federa! La 
State Law have certain ex 
the net eost will be somet 
than one per cent of 
In 1937 this charge is tw 
and in 1938 three per « 
payroll, and the same am 
aiter. Any employer, 
who elaims that he is lik 
bankrupt by the cost . 
ment insurance is Mag! 
size of the burden and 
the fact that the burd 
tributed equally on all his 
tors. 

‘*The contribution for 
ment insurance in New \ 
not be passed on fro! 
ployer to another. The 
nite in placing the res 
for payment of the contri! 
the employer of the first 
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THE EXECUTIVI 


“QUOTATION MARKS” 


» 9 complete business recovery is 
now in process, and there is a 
fair quantity of evidence to this 
effect, I believe it is taking place 
in spite of, and not because of, the 
Administration ’s program of spend- 
ing. . . With business recovery, a 
credit inflation is inevitable, prob- 
ably carrying prices as high as 
1919 or higher, over the next five 
or SIX Vears.”’ 
Malcolm -. McNair 
Professor of Marketing 
Harvard Graduate School 
of Business Administration 


“RYELIANCE on credit control 
as a regulation of business is 
bound to prove disappointing. De- 
posit insurance can never cure 
banking troubles or take the place 
of good management.”’ 
J. H. Riddle, Economist 


Bankers Trust Company 


WHAT CHEMICALS 
00 YOU NEED IN 
YOUR BUSINESS? 


* 


OT a Stocks at 
any of our 20 nation. 
wide branches + + « 


heres one near you 





Mi ’ . ° 
E have compromised with ex 


pediency and with our fears 
We have had too much 


self pity and not enough self re 


Too long. 
liance. That is why our straight 
forward, manly defense of business 
and of the rights of self govern 
ment is an extremely hopeful sign 
and is one of the indications that 
we are coming through.”’ 
Gilbert H. Vontaque 
Member, New York Bar 
“EF any form of transportation, 
under proper competitive con- 
ditions, cannot exist and prosper, 
then it has no more place in our 
things than the horse 
and buggy. <A 


scheme of 
large part of the 
misapprehension of the publie in 


respect to the broad plan ot ¢o 


ordination of all forms of trans- 


portation has arisen from the efforts 


ot the railroads to narrow the issue 


| GRASSELLI Chemical 


Company affords its custom- 
ers the exceptional shipping 
facilities of 20 branches and 
warehouses — as well as a num- 
ber of works. As these are 
located all over the country, 
there is sure to be one near you. 
This convenient proximity means 
quicker delivery and economy 


of freight rate for you. 


-THE GRASSELLI CHEMICAL CO. 


CLEVELAND INCORPORATEL OHIO 
New York and Export Office: 350 Fifth Avenue 
ALBANY CINCINNATI NEW ORLEAN 
BIRMINGHAM DETROIT PHILADELPHIA 
BOSTON MILWAUKEE PITTSBURGH 

CHARLOTTE NEW HAVEN ST. LOU 
CHICAGO ST. PAUL 


SAN FRANCISCO, 584 Mission 
LOS ANGELES, 226 t 
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between rail and water, rail and 
truck, or combined rail-water, rail 


truck rates and routes.”’ 


(ren. T. Q. Ashburn 
President, Inland Waterways Corp, 


“=i American business system 

is the most suecessful instru 
ment for the production and dis 
tribution of goods that the world 
With only 6% of the 


people of the world, we are produe 


has seen. 


ing 50% of the manufactured goods 
and distributing them. It is in 
tolerable that conspicuous suecess 


shall not be fairly treated.”’ 


Harpe r Sibley, President 


U.S. Chamber of Commerce 


“1 ET no one cherish the illusion 

that we are, even at the best, 
When 
the budget is at last balanced, the 
doubt be ae 
combination of 


going to have lower taxes. 
result will without 
complished by a 
drastic reduction in expenditures 
and inerease, rather than decrease, 
of taxation. The best the burdened 
taxpayer can ask or hope is that, 
by means of curtailment of govern- 
mental costs, the tax load may be 
made less than it otherwise would 
he. 
Fred R. Fairchild 
Professor of Political Economy 


Yale University 


SC INSUMPTION of electric en- 
ergy this vear will equal or 
pass the all-time peak of 1929, and 
1936 will create a new peak, start- 

goods 
In 1937 


industry in all its 


ing the revival of capital 
purchases by the utilities. 

the electrical 

branches will attain complete re- 

covery. ”? 

Frank C. Jones 

President, National Eleetrieal 

Manufacturers Association 


be ie thing that will not be 
tolerated in the future is to 
conceal losses by writing them off 
out of resources provided for the 


specific purpose by write up ofr 


other bookkeeping entry, thus mak- 
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ing an offset from whieh no out- 
sider can recognize anything at 
all.*’ 
—Thomas H. Sanders 
Professor of Accounting 
Harvard University 


— is belief, belief is 
faith, and faith in govern- 
ment, whether it be national, State 
or loeal, is the foundation of our 
eredit structure and the outstand- 
ing need for constructive recov ery. si 
—Morris 8. Tremaine 


Controller, State of New York 


4 ERCHANDISE © standards 
are vardsticks which permit 
of consumer evaluation of merchan- 
dise, exclusive of the style element. 
They are to be used for measuring 
value in terms of quality, quantity, 
performance and durability. They 
concentrate on essentials and elimi- 
nate questionable data. They in- 
duce the development of new facts 
about sizing, packaging, marking, 
quality, and performance, thereby 
affording a powerful stimulus to in- 
dustry and more serviceable mer- 
chandise for consumers. They per- 
mit manufacturer, retailer, compet- 
itor, and consumer to speak the 
same language, encouraging fair 
trade practice. They help to sim- 
plify stocks, reduce waste, and 
lower prices. ”’ 
-——E phraim Freedman, Director 
Macy's Bureau of Standards 


“—@HE gold standard worked 
pretty well for a century, but 
it has broken down and in my opin- 
ion will never be restored. Since 
the world is not going back to the 
gold standard, it must turn to man- 
aged currency. The government 
should set up a monetary authority, 
completely insulated from business 
and political influence, to issue 
money and regulate its value so 
that it will have a constant pur- 
chasing power.’’ 
—Frank A. Vanderlip, 
formerly President, National 
City Bank, New York. 
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~ UROPE offers conerete proot 
that the old gold standard 
does not work and is the eause of 
deflation and depression. It is 
those who still suffer from the 
money illusion who are advocating 
that the United States return to 
the old fixed gold standard. Main- 
taining the price of gold at a fixed 
value caused the depression ; fixing 
it again at a different level puts us 
in danger of the same evils we sut- 
fered when it was fixed at the for- 
mer price.” 
Frank E. Gannett 
Publisher, Gannett Newspapers 


" IVEN a firm and independ- 
ent polies on the part of 

the Board of Government of the 
Federal Reserve System, there is 
no need for fear of wild credit in- 
flation in this country. Properly 
managed, the large volume of bank 
deposits will aid in financing the 
business recovery now under way.”’ 

- Dr. Mare us Nadle r 
Professor of Finanee 
New York University 


” HERE is no way to evade the 
truth that trade is a two-way 
affair, and that to have exports we 
must accept imports.”’ 
Hon. Henry A. Wallace 
Seeretary of Agriculture 


” LTHOUGH other modern-day 

innovations may tend to be- 

eloud the Importance ot the rail- 

roads, there ean be little question 

that at least three-quarters of the 

nation’s freight will continue to 

move by rail for many years to 
come.’ 

—John L. Kerr 
Young & Ottley, Ine. 


_ us have a rule not to 
finance any mortgage for the 
erection of an unnecessary build- 
ing. This rule would be far-reach- 
ing for it contemplates a truly eeo- 


nomie use of land 


—Ph ilip A. Be mson, President. 
Dime Savings Bank, New York. 


THERE 18 4 


DIFFERENCE! 








THE old saving, Like 
as two peas” is far from true 
when it comes to comparing 
tvpetcriter ribbons. . . The 
same is the case with carbon 


papers. There IS a difference: 


pe the purchasing ag 
carefully “tests to | 


CoLtumBia “‘differen 
quickly manifest. Wh: 
able money is spent 
and carbons of 
COLUMBIA'S super! 
ably means substant 
or great value and 


If vou are é 

agents wl t g 

that v are getting : 

ca f y agunt 
sshons—or 

ard s 

vour own part 

Columbia— 

carbon manufact 

ean properly 

facture ribbons 

or in rolls f 

regul req s 


SEND US A SAMPLE 


of any type hi 
which we wo 


ora more ¢ct 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO... In 


Main Office and Fas 


Glen Cove L. I.. New York 


BRANCHES 

New York, Chicago, Philadelphia 
Cincinnati, Nashville, New Orleans, 
City, Milwaukee, Minneapolis, ! 
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¢ ISCOVERY of gold at Sutter's Mill 

and the ensuing stampede to Cali- 

fornia make the years 1849 and 50 among 
the most exciting in American history. 


In the six months from January 1 to July 


1, 1850, 


the officer commanding Fort 


Laramie reported 42,000 emigrants and 








BUSINESS BOOK 


Continued from page 23 


old stuff after all. The subsistence 
wage had its counterpart in the 
trade apprenticeship and inden- 
tured servitude of 18th Century 
New York. But subsistence with- 
out freedom proved to be a trouble- 
some and unsatisfying arrange- 
ment. In the later stage, that free- 
dom had been won. Today’s pro- 
ponents of labor call it the ‘‘free- 
dom to starve.’’ Overstatement? 
Propaganda? A fanciful slogan? 
Well, it was pretty literal in the 
eold winter of 1903-4, when the 
industrial fortunes of a whole State 
were determined by the simple ex- 
pedient of shutting down opera- 
tions and letting 20,000 men—four- 
fifths of the wage earners of the 
State—go hungry for a while and 
force the issue of whose pocket 
should receive the profits. 

The responsibility of industry 
and the State for independent 


9,720 wagons had passed, bound for the 
gold fields of California. 


We didn’t try our luck —in fact, that 
very year we opened our plant at Bristol, 
Connecticut, and for 85 years have been 
at work learning about the making of 


BRASS — Sheets — Rods — Wire. 


Perhaps we can help you! 





labor? The old colonials faced the 
problem of social security and re- 
adjustment in the liberation of 
slaves and bond servants, requiring 
some provision for their needs and 
those of their children. 

The unfair competition between 
bond and free labor; dictatorship 

industrial and political; organ 
ized gangster tactics—all these may 
be on a larger seale in this twen- 
tieth century, but they are by no 
means new. 

But all this is merely the random 
reflection of a business generation 
so steeped in current social and 
economic problems that even casual 
reading is colored by such consid 
erations. ‘‘The War of the Copper 
Kings’’ is first rate drama, 
crammed with action, suspense, in 
trigue ; set upon an epie stage that 
really exists, and peopled with a 
east of powerful and appealing 
characters who really trod that 
stage within our own memory and 
who have left their indelible im 
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press upon the lives of us all 
‘*Labor in Colonial New York’’ is 
commended as an_ illuminating 
study for historians and antiqua 
rians who are too prone to think oi 
the early days in terms of the rela 
tively few colorful soldiers and 
statesmen who moved in the fore 
eround of affairs, and the still 
rarer skilled artificers whose ex 
quisite sense of proportion and 
honesty of workmanship in archi 
tecture and ecabinetwork remain our 
most enduring national contribu 
tion to art and design. 


* * 


SPECIFICATIONS 


Continued from page 25 


mation as to what is to be furnished. 
The Engineering Department then pre 
pares layout and factory data based on 
information given on their copy of the 


quotation sheet.’’ 


IT 


‘‘This is a function of the sales de 
partment. Our man must determine the 
requirements in order to quote. On se 
curing an order, he sends in field sketches 
and notes with his estimate and pro 
posal, which together are supposed to 
eontain all information. 

‘“*This goes to our drafting room, 
where working drawings are prepared 
and the engineering is checked. If there 
is information lacking, or discrepancies, 
we communicate with the salesman or cus 
tomer, or both. The completed plans are 
sent to the customer for his general ap 
proval, although we do not ask him to 
assume the final responsibility as to suf 


ficiency, since we guarantee results. ’’ 


III 


*“ All quotations, proposals, and pro 
posal drawings are prepared by a sepa 
rate department in our engineering de 
partment, known as the proposal depart 
ment. All necessary information is sent 
to the prospective customer through our 
sales department as prepared by the pro 
posal department. 

‘*When the orders are received at the 
home office, they are delivered to a man 
in the engineering department who col- 
leets all the correspondence pertaining to 
the order from the proposal and sales 
departments, checks the customers’ orders 
with those records, also consults with the 
engineering department and shop if nec 
essary, after which he is in a position to 
edit the orders so that they will meet the 


customers’ requirements. After the edit 


in 
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ing in the engineering department, the 
orders are typed up by our order depart- 
ment in the conventional manner, 


CONTRACT 

Slightly more formal, but in gen- 
eral following the above outlines, 
is the practice of submitting the 
complete lay-out drawing and speci- 
fications, compiled by the engineer- 
ing department of the supplier, in 
the form of a contract for the 
One company 
contributing to the study uses this 
method for standard machines as 


buyer’s acceptance. 


well as for those of special design. 


DATA SHEET 


Some types of equipment are 
adapted to the use of data sheets, 
a form of questionnaire detailing 
exhaustively and explicitly the es- 
sential points as to dimensions, set- 
ting, power units and transmission, 
type of work, normal and peak load 
requirements, ete. The advantage 
of such data sheets is that they can 
be set up to cover every necessary 
detail, insuring that no essential 
point is overlooked in the reecom- 
mendation and estimate, and so ar- 
ranged as to facilitate analysis. 


CATALOG 

Some manufacturers with a line 
of standard models _ sufficiently 
varied to cover the normal range 
of requirements have found it more 
satisfactory, though initially more 
expensive, to compile individually 
for each model a bulletin or eata- 
log which is virtually a text-book 
covering that equipment, its char- 
acteristics, applications, and capac- 
ity. Purchasing is then on the 
‘“‘serve yourself’’ principle. If a 
choice is not explicitly indicated in 
a given case, from a study of this 
information, the company may 
make recommendations based on 
special data, but presumably the 
guarantee is limited by the specifi- 
cations of capacity and perform- 
anee set forth in the published bul- 
letin. 


A PERMANENT RECORD 

In any ease, the detailed con- 
struction specifications used by the 
manufacturer become a record of 
real importanee .to both parties. 





They are valuable to the buyer for 
the purpose of procuring repairs, 


replacements and_ spare parts. 
Manufacturers generally recognize 
this element of servicing their 


product and maintain the necessary 
information in complete and econ- 
venient form, such as a master list 
of parts, related to a file of work- 
ing drawings covering all pieces of 
equipment in use by their eustom- 
ers. For them, such a record is 
invaluable in facilitating service, 
and saves much time and duplica- 
tion of effort. 

But it should be in the buyer’s 
possession as well, preferably with 
the actual dimensional and analyti- 
eal data in addition to the manu- 
facturer’s part name and number. 
For while the purchasing agent 
recognizes the considerations of loy- 
alty and economic supply in a ease 
of this sort, and respects the ethical 
factors that enter when design or 
original engineering service is in- 
volved, the need for protection of 
and right price 
through alternative sources is no 
less important in this field than 
with respect to other purchases. 


* * 


THE BROKER 


Continued from page 17 


assured service 


that there is great tonnage and stiil 
greater amount of money invoived. 
These companies have periodical 
housecleanings in which they sell 
the whole lot at one sale to one 
dealer. Naturally they narrow 
down the list of prospective buyers 
when the amount of money involved 
becomes so high. The result is that 
they sell for lower prices than if 
they were selling it one string at a 
time as it comes from the well. In 
addition to this, they had the ex- 
pense of hauling the pipe from 
their wells to the yards and earing 
for it. 

However, as it is the broker who 
is responsible for the larger portion 
of the sale of second hand pipe, 
there is truly a place in the oil 
industry for him and the impor- 
tanee of this place is in direet pro- 
portion to the service he renders. 












INUTES 


instead of 
an hour 














THE ENVELOPE SPECIFIER 
a handsome, black pressboard { 
wire bound and full of infor: 
— will be a boon to every pur 


agent. It contains, within 
space, all the specifications 
for buying envelopes. S 
styles, sizes, stocks — no detail 
sing. Every piece is tight! 

in with wire. It’s the handiest 
ence devised. And it will « 


your buying time about 50! 


Mail the coupon below f 
copy of the Envelope Specifier. | 
the right size to fit your fil 
inet.) 


U.S. E. GUARANTEED 
Envelop es_ 


s 


UNITED STATES ENVELOPE CO. 
SPRINGFIELD, MASS 


Gentlemen: Please deliver me—free ¢ "g 
copy of the Envelope Specifier. 


Name............ sion 
Street_. 
City and State... 


My paper or envelope jobber is 
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NEW PRODUCTS & IDEAS 


NEW FILE 
FOR LARGE 
FLAT SHEETS 





No. 114 


be filed 
without danger of folds, wrinkles, friction marks, curled 


LUE prints, tracings, drawings, maps, ete., may 


edges, or other damaging hazards of flat storage by this new 


‘‘hang-them-up’’ method. Each sheet is immediately acces- 
sible; it can be referred to without removing from the cabinet, 


tests, the 


patented clip device has been removed from the rods and re- 


or taken out and replaced instantly. In _ service 


placed as many as three thousand times without showing any 


signs of deterioration. The file occupies a minimum of floor 


space and saves hours in the drafting room by making prac- 


tical the use of tracings, vellum and bond papers. 


See coupon below 


ae ~ SPRAY GUN 
->\ a CAP 





No. 115 


HIS new cap is designed specifically for high speed appli- 
cation of porcelain enamel. It is a wide-horn, twin-jet type 


with two auxiliary atomizing jets at the center, which prevents 


THE EXECUTIVE PURCHASER 
623 E. St. Clair Ave. 
Cleveland, Ohio 


Please send complete data on the New Products 
listed by number below: 


Ooooog 


material from building up as it does on caps of similar capacity 
horn. It used at 70 to 85 Ibs. 


pressure and 10 to 18 Ibs. fluid pressure for surface work, and 


with a narrowe1 can be 


at low pressure and gravity feed for ed 


ging. 


See coupon below 


MILLING 
CUTTER 





No. 116 
HE design of these new side milling cutters embodies a 
Z-shaped wedge that hooks the front of the cutter body 
and the back of the blade so that it is impossible for the 


blade to shift backwards or inwards away from the cut. Half 
side and alternate angle cutters also make use of this principle. 
Readily adjustable to compensate for wear, and with replac 
ment blades 
notable advantages in 
Manufactured 


this 


with 


available at moderate cost, design e¢laims 


cost as compared solid cutters. 


in sizes as small as 4 inch diameter and % inch 


width. 


See coupon below 





No. 117 


ACOUSTIC SHEETS 


NEW rock 


binder, in sheet form for flat or curved surfaces, is par 





material fabricated of wool and a_ suitable 


ticularly adapted as a lining for duets in ventilating and air 
conditioning installations, serving to reduce or eliminate noise 


by absorption. The material is resistant to moisture which is 


generally present in air conditioning, and has a thermal con 


ductivity so low as to provide insulation to heat and eold as 


well as to sound. It will not smoulder o1 support combustion. 
Application is either by means of mechanical fasteners or by 
spot cementing. 


See coupon at left 
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TOOL TOTER 


No. 118 


A SHOP device for saving steps, time and labor is this port 

able rack with space for parts and tools, readily moved 
to the job wherever needed, on its 2% inch casters. Manutfae 
tured of heavy gauge rolled steel; size 18 x 24, 341% inches 
high. 


See coupon page 34 


SOFT FACED 
HAMMER 





No. 119 


Por use in operations where it is necessary to protect delicate 


parts from injury, as in tapping valves, and in automotive 


distributor and ignition work, this hammer has been devised 
with paraloid tips mounted on a nickelplated steel body with 
hickory handle. It is made in three sizes—5, 8, and 12 ounces, 
with faces respectively 13/16, 1, and 13/16 inches in diameter. 


The tips can be replaced when they beeome worn. 


See coupon page 34 
! pa 





PORTABLE 
PNEUMATIC 
DRILL 











Seca No. 120 





HIS portable drill is driven by a twin-rotor turbine with 

governor control, the simplicity of this construction result 
ing in a tool that weighs only 20 pounds. A 4-port governor 
controls the free speed, and two long handles assist in holding 
the tool against twist. It is made in reversible and non 
reversible types and in two speeds. The 450 rpm. model has 
drilling capacity up to 29/32 inch and reaming capacity up to 
11/16. The:360 rpm. model has 1 inch drilling and 13/16 inch 


reaming capacity. 


See coupon page 34 


@ The neck of this toggle joint is 3/32’’ long. At its sn 
diameter it mikes .9025! The stock is cold rolled steel 


The problem was to keep the neck straight and smooth 
above is from an accurate photograph. The pieces are just 
taken from the pan, and are representative of the high 

of accuracy which characterized the run. 


For either hard problems or just run-of-shop work, th 
‘‘Peck”’ guarantees experienced service. Catalog on requ 


PECK SPRINGS 


AND SCREW MACHINE PARTS 


THE PECK SPRING CO. - DEPT. P - PLAINVILLE, CONN 








How Thomas’ Register 
Serves American Industry 


Re over a quarter of a century purchasing 
agents of every industry in the United States 
have used Thomas’ Register as a guide to sources 

for supplies and materials. The completeness and 
accuracy of the classifications have enabled them t 

receive information on all products which they us« 
and have made possible considerable savings f 

them on their purchases. The geographical arrange 
ment of all lists, and the capital ratings for each 
company, (both exclusive Thomas’ Register fea 
tures), make Thomas’ Register the most complete 
Directory of American Manufacturersever published 


Is Your Company Using 
Thomas’ Register? 


F your company is not receiving the benefits of Thomas 

Register service, we will be glad to place a copy at y 
disposal for thirty days free trial, without obligation 
course. Send today for details of our free trial offer 


Thomas Publishing Company 


469 Eighth Avenue NEW YORK, NW. Y. 




































Hy Faso ean 5 


ope Dive 





Page 36 


“AT YOUR SERVICE” 


f i ie i i 
ttt NEW YORK CITY 


MORE AND MORE prominent executives in practically every 
business are attracted to this modern, 24 story hotel. e have 
taken space in The Executive Purchaser in order to acquaint an 
even greater number with a few “Piccadilly facts’. Within 4 
minutes WALK of “Radio City”, 69 theatres, Madison Square 
Garden. Close to many important mid-town offices and buying 
centers. (Dining-dancing and entertainment 
in the beautiful Georgian Room — nightly.) 


FINELY FURNISHED ROOMS with all 
up-to-the-minute conveniences (including 
sixty-watt bathroom bulbs —a great help 






+ when shaving!). Rates as low as $2.50. 
, . ° 

ee . * 

ee: @ Please write for reservations 

Vee to insure choice accommodations 
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Special 


MARVEL 
High-Speed-Edge 
Hack Saw Blades — 


Patentea OUut-Cut All Others 
Bletrt’ §~=—s Still Cost No More 





Genuine 

High Speed The fastest-cutting, longest-lasting edge on an unbreakable 
Steel blade —the accomplishment of the ideal On MARVEL 
Cutting Blades only, can Genuine 18% Tungsten High Speed Steel 
Edge serve its full cutting life consistently, box after box. 


Only in MARVEL High-Speed-Edge can you have this finest 
cutting steel at one and the same time, a safe 
shatter-proof positively unbreakable blade 





ARMSTRONG-BLUM MFG. CO. 93, i: 
**The Hack Saw People’’ for 
360 N. Francisco Ave., CHICAGO, U.S.A. ©%2/8 

















SCALES 


For 
INDUSTRIES’ 
EVERY NEED 


«tHE KRON co 


BRIDGEPORT, CONN. 
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LOCK NUT 





No. 121 


HIS new type locking device is based on the pliability of 
metals. Blanked out of soft steel, brass, or other metal, 
with inside diameter smaller than the bolt and outside diameter 
larger than the counterbore in the nut, the washer is formed 


so as to slip easily into position. When pressed flat, either 


with a hollow punch or a following nut, it expands against 
both nut and bolt with high pressure, completing the lock. 
Special advantages claimed for this device are its adaptability 
for use with hard tempered nuts (since it does not depend on 
cutting into the surface for its holding power) and its service 
with vibrating loads (since it is of soft material and located 
on top of the nut Tests indicate an unlocking torque com 
parable to that of a cotter pin, but this torque is maintained 
for approximately three complete revolutions of the nut wher 


unlockir 


See coupon page 34 





SURFACE 
GRINDER 








No. 122 L 





HIS new model grinder has a 43 inch maximum table 

travel, 9 inch traverse, and 12 inch vertical movement of 
the wheel head. Table feeds range from 10 to 90 feet per 
minute, and the wheel operates at 4,500 surface feet pet! 
minute. The grinding wheel is driven by a 3 hp. motor. 
Hydraulic movements are actuated by a pump, individually 
driven by a 1% hp. motor and delivering 150 lb. pressure at 
the control panel. The hydraulic power unit is a complete 
sub-assembly, mounted on a cast iron plate insulated from 
the machine base by rubber blocks. The piping is rigid tub 
ing, arranged to permit free oscillation of the power unit. 
The elevating handwheel has a vernier attachment which pe 
mits readings in .00025 inch increments. Manual head feed 
is operated through a wormwheel and splined clutch, which 
locks out any hydraulic movement. Provision for wet grinding 
includes a centrifugal pump, individually driven, and a tank 


east integrally in the machine. 


See coupon page 84 
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FAN OR 
BLOWER 
BEARING 








No. 123 





HIS knee type ball bearing assembly can be installed with 

out dismantling equipment, due to the split design. It 
contains two bearing units of the divisible type and is equipped 
with felt seals to retain lubricant and exclude foreign matter 
Additional seals can be provided for use under particularly 
bad dust conditions. Manufactured in a size range of 1° 
to 2% inehes, measured at the shaft, and furnished also in 


the pedestal type, containing a single bearing unit. 


DAYLIGHT 
LAMP 





NX No. 124 


ADE in accordance with new ASTM spt cifications, this new 


lamp provides an illumination closely approximating ideal 
daylight conditions essential to color tests of oil. It is made 


with an adjustable bracket, 


chromometer and colorimeter equipment. 


See coupon page 34 





FREE 10 DAY TRIAL 


CAN’T JAM 
OR CLOG 


BATES STAPLER 


Makes its Own Staples 
5000 in One Loading 


For free trial, without obliga- 











tion or expense, simply return 
this advertisement attached 
to your business letterhead. 


The BATES MANUFACTURING CO. 


Makers of Bates Numbering Machines 
30 VESEY STREET Dert.ci NEW YORK, N. Y 








adaptable for use with standard 





WANTED A HARD JOB! 


CHICAGO CONCRETE 
BREAKING COMPANY 


EDW. GRAY, President e Phone Norma! 0900 





Machinery Foundations Removed 
with Compressed Air or Dynamite 


6247 INDIANA AVE. CHICAGO 








Hot 


roiead ““ALLOY STEELS xciie: 


“SCULLY SERVICE”’ 


Cold 








it Means Much to Use The Quality 
Best Suited to Your Needs 








Chicago @ St.Louis @ TwinCities @ Cleveland 








SCULLY STEEL PRODUCTS COMPANY 


Pittsburgh @ Newark, N. J. 


& Baltimore ©@ Boston 


Vy tii HMtles - VA /, CYUniilitn. dé 
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Our “1936 
RED BOOK 


is now ready! 
* 


Your Purchasing Department 
is not complete without this 
catalogue. It will be sent free 


WRITE TODAY 


of charge. 


MAY and MALONE 


INCORPORATED 


Wholesalers and Importers 


Diamonds, Watches, Jewelry, Silverware 


Temple Bar Building 
CINCINNATI, OHIO 


Without obligation Philco Radio World Atlas will be sent to you 











Mr. Purchasing Agent 


Do you know that 


MENDES 


for Quality 
Smt! OLA NM ONDS 
always remain sharp and 
REDUCE Grinding COSTS 
Write us for Folder E 


Mendes Cutting Factories, Inc. 
505 Fifth Ave., New York, N. Y. 


Rep: Milwaukee, Indianapolis, Cincinnati, Pittsburgh, 
Baltimore 


“Diamonp Port 
ANGLE TOOL 
















YOUR SALES MESSAGE IN 


THIS SPACE 


will reach 8908 purchasing agents (C.C.A. audited) 


in the upper brackets of large scale 


industry at a cost of less 
than 4c per call. 


THE EXECUTIVE PURCHASER 
623 E. St. Clair Ave. Cleveland, Ohio 
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POCKET 
SLIDE RULE 





No. 125 


LIDE rule principles of calculation are effectively embodied 
in this vest-pocket size (2% inch diameter) calculator, 
which is said to be accurate within 44 of 1%. The ingenious 
circular design makes this device comparable with a 10-inch 
‘*slip stick’’ 


seale. Four seales on the front and four on the reverse offer 


, and the reading can never be off the end of the 


a wide scope of usefulness, including logarithmic, sine, tangent, 
and square root problems, besides ordinary multiplication and 
division. Of durable construction, it is not affected by heat 
or moisture and retains its accuracy under all atmospheric 


conditions. 


See coupon page 34 


CAR PULLER 





No. 126 


. improved ear puller for general duty service has 

capacity to handle up to three loaded cars at one time, 
and has a pulling speed of 42 feet per minute. It is compact 
in size. Power is transmitted to the capstan by means of cut 


spur gears, and the capstan is furnished with or without flanges. 


Nee coupon page 34 


SHEET LIFTER 


No. 127 








NEW and useful development in materials handling 


equipment is this device for loading, unloading and 


handling sheet metal without damage to finish or edges. Made 
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in two sizes, it ean handle loads up to ten tons, and up to 10 
feet in length and 80 inches in width. It can be operated by 
one man, and sheets can be piled in storage with only 6 inches 
of space bétween piles. Particularly adapted to use in steel 
mills, automotive and stove manufacture, electrical apparatus, 
and general steel warehousing. 


See coupon page $4 


STEAM TRAP 





No. 128 





HIS steam trap is designed for continuous flow with a 

water seal to prevent loss of steam. It combines the float 
and thermostatie types, with a limit stop on the float lever 
to prevent elevation of the float above normal so that a sudden 
rush of condensate will not damage the float by contact with 
the body. The working mechanism is mounted on the trap 
cover and the piping connections are on the body, permitting 
inspection and cleaning without disturbing the connections. 
Available in six capacities, and with models for either vertical 


or 90 degree inlet connections. 


See coupon pade 34 





PAPER TESTER 
| 








L | No. 129 





\ Sane folding test of paper, measuring cohesive properties 

irrespective of tensile strength or bursting test, is aceu 
rately registered by this machine. A reciprocating blade, 
motor driven, and an automatic counter are the essential parts 
of the device. The specimen is held by two floating jaws, 
kept in strict alignment, and the folding operation is con 
tinued until a break occurs, at which time the motor is auto 
matically stopped and the counter disengaged, registering the 
number of folding movements required. The entire mechanism 
is housed in an attractive steel cabinet. 


See coupon page 34 










BETTER LIGHT 
BETTER SIGHT 
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H ygrade Sylvania 


cORP O RATION 
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QUALITY INCANDESCENT LAMPS fox 











“OUR P. A. HELPED ME 
SAVE THE COMPANY | 


$1,000!" | 





A progressive manufact 
writes: “The Signode Sys 
of Tensional Steel Box St 
ing has strengthene 

xes so that we can use lighter 
units and save on boxing and 
freight charges. We igure our 
savings as follows: Boxing ex 
pense, 50% saving; strapping, 
more than 50% saving; freight, 
15% saving; damage claims, 
none. W ecould save more than 
$1000 but we prefer to go 
along with a very good factor 

-- of safety because of tt 
of ourshipments.” Let a Signode Packaging Engineer check over 
shipping problems with your shipping department to se« Any 
ways of reducing shipping and packing costs can be dis: red 
Check or tear out this ad as a reminder to send for Signode’s "'G 
Better Packing and Shipping” and give it to your shipping depari 


SIGNODE STEEL STRAPPING CO., 2602 N. Western Ave., Chicago, I! 
371 Furman St., Brooklyn, N.Y. 454 Bryant St., San Francisco, Calli 


We also furnish round wire tensional reinforcement, all forms of nail I 
ping, automatic wire tying machines, pail clasps, clutch nails, tag fas r 


SIBNOOE 
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The Seal 
of 


onfidence 





@ Membership in the Controlled 
Circulation Audit, Inc., whose 
symbol appears on the title page 
of this publication, is a guarantee 


of good faith. 


@ We believe that buyers of ad- 
vertising are good purchasing 
executives. We do not ask them 
to accept unverified claims of cir- 
culation and coverage. Our state- 
ments are supported by an expert 
independent audit as to the 
quantity and quality of our 
reader field. 


The 
Executive 


PURCHASER 


623 EAST ST. CLAIR AVENUE 
CLEVELAND, OHIO 
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ADVERTISING 
IN THIS ISSUE OF 


THE EXECUTIVE PURCHASER 


ARMSTRONG-BLUM Mra. Co. 
ARMSTRONG SANITARY WIPERS Co. 
BATES Mra. Co. 

BAYLIS SANITARY SUPPLY Co. 
BENNETT Bros. INc. 

BRISTOL BRASS CORP. 

CHICAGO CONCRETE BREAKING Co, 


CHICAGO SANITARY RaG Co. 


COLUMBIA RIBBON & CARBON Mra. Co., INe. 


Cook & RILEY, IN« 

DELIA WASTE Propucts Corp. 
Ever READY LABEL Corp. 
GRASSELLI CHEMICAL Co, 

J. Minton HAGY WASTE Work 
Hinpe & Daven PAPER Co. 
HYGRADE SYLVANIA Corp. 
INTERNATIONAL PAPER Co. 

KEE Lox Mere. Co. 
KIMBERLY-CLARK CORP. 

Kron Co. 

LEIPHEIMER. INC. 
MANUFACTURERS SUPPLY Co. 
May & MALONE, INC. 

L. & C. MAYERS Co. 

MENDES CUTTING FACTORIES, INC. 
R. A. Mont & Co. 

Norton Co, 

PECK SPRING Co, 

PICCADILLY HOTEI 

JosepH T. RYERSON & Son, INe. 
SANITARY INSTITUTE OF AMERICA 
SCHEINMAN-NEAMAN Co, 

ScuLLY STEEL Propucts Co 
SEYMOUR Mra. Co. 

SIGNODE STEEL STRAPPING Co. 
STANDARD REWASHED WIPERS Co. INC. 
STERLING GRINDING WHEEL Co, 
THOMAS PUBLISHING Co, 
UNITED STATES ENVELOPE Co. 
WIPING MATERIALS, INe. 


Z-K EquripMENT & SuppLy Co. 
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NAVY MENACED BY 
WIPING RAG FRAUD, 
GRAND JURY HEARS 





Great Potential Damage Seen in 
Substitution of Inferior Gun 
Cleaning Materials. 


LOS ANGELES, May 23.—(U. P.). 
—An alleged “wiping rag fraud,” 
said to have involved nearly $7,000 
a month in cash and potential 
danger of damage to naval efficiency 
ahd marksmanship in time of war, 
was revealed to the federal grand 
jury today by agents of the naval 
intelligence department. 

The navy contracted for 100,000 
pounds of cotton rags of a specified 
quality monthly for polishing pur- 
poses. 

Navy agents declared that after 
the rags had been inspected and 
baled, the bales were broken open 
and an inferior material, which 
would not absorb oil, substituted. 

The potential damage to the navy 
was incalculable, Assistant United 
States Attorney William F. Pelmer 
said. He explained it was essential 
that the rags absorb oil in polishing 
and cleaning the inside of the big 
guns and mechanism. 

Substituted for the rags, officials 
said, were lace curtains, heavy work 
trousers and burlap. 
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From Daily Mill Stock Reporter, May 24, 1935 





@ ‘‘The Potential Damage Was Incalculable,”’ 
this statement was made by the U. S. Attorney in charge 
of the Wiping Cloth Fraud Case outlined in the news 
clipping shown here. 


This news item represents Facts — hard, cold, facts — 
which speak more forcibly than the ‘‘Sales Talk’’ of any 
individual seller or group of sellers. If non-specification 
wiping materials can cause a $7,000 monthly cash loss and 
great potential damage to the Navy, how much harm can 
they do in your plant? 


The Sanitary Institute of America, the Trade Association of 
manufacturers of sterilized wiping cloths has established 
rigid specifications for each grade of wiping cloths. Failure 
to deliver cloths in conformance with these specifications is 
penalized by expulsion from the Institute. 


Specifications include standards for sterilization — thus 
protecting workers from risk of infection. They cover also 
minimum dimensions, texture, and color — thus guarantee- 
ing that the cloths are fit for use. No bale of wiping cloths 
conforming to Institute Specifications could 
contain the ‘‘lace curtains, heavy work trou- 
sers, and burlap”’ delivered to the Navy. 


For assurance that cloths are sterilized and 
fitted for your purpose, demand the Insti- 
tute Seal on every bale. 








THIS ADVERTISEMENT SPONSORED BY THE FOLLOWING MEMBERS OF THE SANITARY INSTITUTE OF 





BROOKLYN .. . Delia Waste Products Corporation, 
1557-61 Dean St., President 3-7300 


CHICAGO .... Baylis Sanitary Supply Company, 
341 W. Superior St., Superior 5809 


CHICAGO .... Chicago Sanitary Rag Company, 
2137 S. Loomis Street, Canal 3040 


CHICAGO ... . Cook & Riley, Incorporated, 
411 S. Sangamon St., Monroe 4820 


Ren we 


PHILADELPHIA The J. Milton Hagy Waste Works, 
836-42 So. Swanson Street, Main 8891 


PHILADELPHIA Leipheimer, Incorporated, 
210 S. Front Street, Lombard 0799 


PITTSBURGH. . Armstrong Sanitary Wipers Company, 
916 Forbes Street . . . Atlantic 8250 


PITTSBURGH. . Scheinman-Neaman Company, 
1024-30 Vickroy Street, Grant 1641 


CHICAGO ... . Standard Rewashed Wipers Co., Inc., 


3124-26 Shields Avenue, Victory 1772 


CLEVELAND .. Manufacturers Supply Company, 
3528 E. 76th Street, Michigan 7200 


PLAINVILLE, CONN. . . R.A. Mont & Co., Plainville 499 


ST. LOUIS ... . Wiping Materials, Incorporated, 
2000-28 No. Main Street, Central! 9535 
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At some time or other Purchasing Executives are 
called upon to secure special gummed paper, or 
special roll paper products, to fill specialized re- 
quirements 


It is good to know that there is an organization 
geared mentally and mechanically to turn out 
these unusual types of jobs ably, speedily and 
economically. EVER READY is that organization 
and a few of its special services are described here 


* 


COLORED GUMMED OR UNGUMMED 
PAPERS~— may be used on any label requirement 
in place of white at slight added cost. 


Colored labels have unusual advantages in many 
specific instances. Colors available: RED, BLACK, 
LEMON YELLOW, GOLDENROD, BLUE, 
GREEN, ORANGE, PINK, SALMON, BROWN, 
BUFF, GREY. 


* 


GUMMED OR UNGUMMED SILVER AND 
GOLD PAPERS-~—give a rich appearance to 
packed merchandise. When used for labels, stick- 
ers or seals, gold or silver papers lend that ‘‘tone”’ 
so important to the success of your package or any 
message you deliver. We will gladly send a Sampler 


Package. 
* 


b —— 


~~ 4 


GUMMED GLASSINE OR TRANSPARENT 
PAPERS— The Post Office Department has ac- 
cepted glassine seals as a substitute for the old- 
fashioned wax seals on registered mail. Ever 
Ready produces a great number of these glassine 
seals for Banks, Insurance companies and other 
registered mail users. Glassine paper has other 
uses, such as stamp hinges, seals for spouts on salt 
containers, etc. 
* 


GREASEPROOF PARCHMENT PAPERS 
available for use on food products, on bakery 
goods, meats, provisions, etc. 








HOLLANDS 


AND 
gladly furnished by Ever Ready for special binding 
needs. Write for samples and prices. 


GUMMED CLOTH 


Sabel 
Problems 
SOLVED 
Were. 








SPECIAI 


INKS 
Ever Ready to match the color of any printing job. 
Special grades of inks to meet unusual requtre- 
ments are yours to command. 


It is a very simple matter for 


* 


STRIP GUMMED PAPERS~— may be handily 
converted into gummed-end labels for tipping on 
forms, or banding on merchandise—also for use 
on letterheads, billheads, yarns, etc. 


* 


GUMMED FACE LABI Labels for use on 
windshields, store-fronts, etc., are made by Ever 
Ready on special paper. The message ts printed on 


the gummed side. 


NUMBERING AND VAR? . Ever 
Ready offers complete facilities for numbering 
labels either gummed or ungummed—for varnish- 
ing labels in accordance with your needs. 


* 


PUNCH HOLE LABELS~ Ever Ready offers 
complete facilities for furnishing special punched 
labels to be used on Counterboy, Sep-A-Label 
Machine attachment, and for addressograph 
machines. 





POSTAGE 


METER 
plies the necessary tape for Postage Meter Ma- 
chines—accurately cut and laterally serrated—a 
problem we solved for Pitney Bowes Postage Meter 


Ever R ead y sup- 


Co. 


* 


CHAIN STORE SUPPLIER [ Chain 
store mass-production suppliers will find at Ever 


eady complete facilities for furnishing pre- 
addressed labels on rolls. 


* 


PRICE STICKERS ~— Every year Ever Ready pro- 
duces some 300,000,000 gummed price stickers for 
America’s largest group of chain department 
stores. Each label is made with a special notch to 
fit a price imprinting machine. This is another of 
Ever Ready’s specialized jobs. 


| EVER READY will gladly send any Purchasir 
ge over 500 ideas that are sure to come in hi: i 

























































FLEISCHMANN YEAST LABELS~ hereags 
we have a problem of machine application wh 
a small label was required equipped with a serig 
punch holes to register with the machinery, 
label is a familiar design to everyone. Ever Regi 
has produced this in a roll form, suitable for; 
rapid application required in this tremendg 
volume production. 





PLICATE COPY ADDRESS LABELS- 
national organization, some years ago offered 
their radio broadcast a complimentary edition 
Sherlock Holmes Mystery Stories. To facilitate 
handling of the numerous requests, Ever Re 
supplied a perforated roll label interwound wit 
duplicate and a one-time carbon, making possi 
the typing of a duplicate and permanent record 
prospects for future follow-up. This set up enabl 
the organization to speedily respond to req 
and yet have the necessary data in their filef 
future reference. 

* 


MANILA AND KRAFT PAPERS— acomp 
assortment of gummed and strip-gummed pap 
is Offered for specialized uses. Gives extra stren 


and adhesion. 


CARDBOARD WRAPPERS FOR GE 
RAZOR BLADES-~ This item 1s made of a 
board printed with a pertinent message andp 
pared in continuous rolls equipped with a pun 
hole arrangement enabling the wrapper to be 
plied to the razor on an automatic feeding 
chine. The punch holes and the width of thep 
tective wrapper must be accurate to properly r¢ 
ter on this machine and with Ever y 
specialized equipment, we are in a position tof 
nish this form at an amazingly low cost. 





RAILROAD TAPE—Among other un 
products for highly specialized needs is this # 
furnished by Ever Ready in rolls, for chart 
steam and electric locomotive performance, @ 
for coal consumption records—a statistical 
for railroads. 





pare -color catalog 
Write for vour 


containing 
copy today 


